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CREDIT CONFERENCE: ‘Flexible policy urged (See page 3) 
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This Month: 


BANK INCOME AND EXPENSE by Maxwell Carlson 
A LONG RANGE FARM PROGRAM by Ralph M. Watson. 
| IDEAS AND INNOVATIONS IN BANK DESIGN by Harry V. Odle 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 





With a higher percentage of their assets tied up in 
inventories, some borrowers may require additional 





accommodation, or you may require more complete 
inventory control ...Our Field Warehouse Service 
gives you complete inventory control... and it en- 
ables you to lend safely against Warehouse Receipts 
on inventory stored right on your customers’ own 
premises. 
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OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. * Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, 
Mass. * 14 Lafayette Square, Buffalo 3, N. Y. * Liberty Life Bldg., Charlotte 2, N. C. 
120 So. LaSalle St., Chicago 3, Ill. * Thomas Bldg., Dallas 1, Texas * National Bank 
Bidg., Detroit 32, Mich. * Roosevelt Bidg., Indianapolis 4, Ind. * 121 W. Forsyth St., 
Jacksonville 2, Fla. * 520 W. Seventh St., Los Angeles 14, Calif. * First National 
Bank Bidg., Memphis 3, Tenn. * 16 So. Broad St., Philadelphia 2, Pa. * Keystone Bldg., 
Pittsburgh 22, Pa. * 222 Spring St., Shreveport 69, La. * 8th & Locust Sts., St. Paul 1, 
Minn. * 243 Kearny St., San Francisco 8, Calif. * University Bldg., Syracuse 2, N. Y. 





New York Terminal Warehouse Company : 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 



























































LETTERS 





N. A. B. A. C. Projects 


Sms: The article “An Auditing Pro- 
gram in Every Bank” in the November 
issue of Burroughs Clearing House is most 
timely, and you can rest assured that it 
strikes a most responsive chord in all com- 
panies writing Bankers Blanket Bonds. 
We feel that the educational program which 
the National Association of Bank Auditors 
and Comptrollers is undertaking is some- 
thing that will result in great benefits not 
only to them but also to us. 

We have been very much interested in 
receiving the copies of your magazine and 
want to congratulate you on the very fine 
contribution you are making in this field. 

GeorGE A. CoNnNeER, 

Assistant Manager, 
Fidelity and Deposit Company, 
Baltimore, Maryland 
* 


Sirs: We were particularly pleased with 
the space given our association in your 
November issue covering the activities of 
our national convention in Atlanta. We 
appreciate your thoughtfulness in helping 
to carry forward the projects of the associ- 
ation. 

Paut D. WI..1aMs, President, 

The National Association of 
Bank Auditors and Comptrollers, 
and Comptroller, Corn Exchange 
National Bank and Trust Company, 
Philadelphia 1, Pennsylvania 
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Too Much Realism 


Strs: A floor display to promote bank- 
ing-by-mail in the lobby of our recently 
opened Turnpike office contains two life- 
size R. F. D. letter boxes mounted on 
realistic posts. 

The other day Comptroller Alvan B. 
Fehn, the branch manager, found two 
letters that customers had mistakenly 
mailed in one of the boxes. He took them 
next door to the post office for mailing. 
The next day, the same thing happened. 

Now we play post office each day before 
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we close, extracting letters from the boxes 
and mailing them. These bank-mailed 
letters now total nine. 
addressed to the bank. 
J. Wiison Dayton, President, 
The Bayside National Bank, 
Bayside, Queens Borough, 
New York City, N. Y. 
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Personality Spotlight 


Srrs: Let there be no question but that 
Burroughs Clearing House is widely read, 
particularly among savings and loan 
associations. In a recent issue you carried 
a note regarding my election as treasurer 
of the International Union of Building 
Societies and Savings and Loan Associ- 
ations. Letters have been received from 
savings and loan managers all over this 
country and Canada. 

A. D. THEOBALD, Executive 

Vice-president and Director, 
Peoples Federal Savings and 
Loan Association of Peoria, 
Peoria 2, Illinois 
e 6°4S 


Old Records 


Stns: Examiners have many bank offi- 
cers ask how long records should be kept. 
Naturally, state laws are different and I 
am wondering if an article or chart giving 
the laws of all states for the various records 
would be helpful. 

The microfilm idea in your article in the 
September issue is interesting but I am 
sure a good many banks keep records 
much longer than is necessary because 
they do not know the laws. Where space 
is available it may be easier to store the 
records than to look up the law. 

ARTHUR C. CLARK, 
Kansas City, Missouri 
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Model Train Display 


Srrs: I am enclosing a photograph of 
the “Bankorama’”’ developed by the Federal 


Bank public relations, New England style 
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Reserve Bank of Boston.. This exhibit has 
created so much comment and enthusiasm 
that I thought you would like to have a 
picture of it for your publication. 

The display employs’ scale-model electric 
trains to show graphically how bank money 
serves the economy. Trains leave bank 
structures as loans and investments and 
carry tiny bags of money through scale- 
model representations of basic industry, 
retail trade and consumers, and then re- 
enter the banks through doors marked 
“‘deposits.” 

The bank will consider lending the 
exhibit where its reassembly is deemed 
feasible. 

ROBERTSON PaGe, Administrative 

Assistant for Information, 
Federal Reserve Bank of Boston, 
Boston, Massachusetts 
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Number two of a series 





HE petroleum industry finds bank the petroleum industry, is a leader in 


loans well suited to its requirements. making loans to the oil companies. 
Bank credit is flexible, available 


when needed, and can be paid off 


No matter where you live, Chase credit 


helps to keep your car rolling. 
when not needed. 


For these reasons, many oil 
companies have relied upon banks for 


one-third or more of the money which 


CHASE OIL LOAN INDEX 


they borrow from all sources. 


Chase National Bank, with a separate 





department dealing exclusively with 


AVERAGE 1940-194] = 100 


Banks can broaden THE CHASE NATIONAL BANK 


lhewr sexvece le customers 


OF THE CITY OF NEW YORK 
ty Ustng Chase frcclelees 


Member Federal Deposit Insurance Corporation 
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Credit Conference 


Echoes of Washington rumblings to 
reduce banks’ loaning capacity were audi- 
ble as overtones at the A. B. A. National 
Credit Conference in Chicago on December 
13-15. Even more than in the formal 
speeches at the sessions, the 1,100 bankers 
in attendance discussed in the corridors 
and over the dinner tables the dangefs to 
the nation if Administration measures 
should lessen the flexibility of the banks to 
meet changing conditions. 

A. B. A. President Evans Woollen, Jr., 
in opening the conference said, ““The time 
may not be far ahead when a dynamic 
credit policy will be needed. At such a 
time many years ago, there was a clamor 
for the banks to lend freely. Government 
lending activities created to meet’ the emer- 
gency of a world depression are still with 
us and are adding increasingly to the infla- 
tionary problem.” 

In closing the meeting, Mr. Woollen 
declared: ‘A balance of inflationary and 
deflationary forces renders unwise a rigid 
credit policy . . . With flexibility, we can 
adapt ourselves to those conditions which 
will unfold in the weeks and months ahead.” 

Deflation seen ? No doubt remained in 
the mind of anyone that bankers consider 
deflation just as probable a turn of events 
as a continuing inflation. Kenton R. 
Cravens, chairman of the A. B. A. Credit 
Policy Commission and _ vice-president, 
Mercantile-Commerce Bank & Trust Com- 
pany, St. Louis, summed up the ideas of 
many speakers at the close of the meeting. 
Said he: 

“Practically everyone attending this 
conference stressed the necessity of such 
caution in lending as will keep our cus- 
tomers as well as our own institutions in 
sound condition. These speakers have 
emphasized the importance of such control 
over our loan portfolios as will assure qual- 
ity. They pointed out that close study of 
both local and national conditions are re- 
quired and urged continuing review of 
loans. Most important of all, they rec- 
ognized that the banks should keep... 
reserves of credit available for their cus- 
tomers so that the necessary production of 
goods and services will be provided for at 
all times . . . and maintain flexible policies 
which will serve the common interests of 
the public, our customers, and ourselves.” 

Treasury viewpoint. Secretary of the 
Treasury John Snyder gave the A. B. A. 
credit program a boost for the satisfactory 
showing of bank credit statistics in recent 
months. “Your willingness to forego im- 
mediate banking profits in the interest of 
a stable national economy is sound and far- 
sighted banking practice,” he told the 
members. “It has required a high degree 
of flexibility . . . One of your first responsi- 
bilities is to closely examine each loan 
application from the viewpoint of its effect 
on the national economy.” 

Of particular significance to banks were 
the Secretary’s comments on bond pegging: 
“The desirability of continued stability in 
the Government bond market and confi- 


January, 1949 














Secretary of the Treasury John W. Snyder, left, congratulates A. B. A. 
President Evans Woollen, Jr., on banking’s credit program 


As 1,100. bankers take stock of the loan problems ahead 


dence in the Government’s credit has great 
implications beyond the domestic business 
picture alone. The present international 
situation makes it particularly imperative 
that United States financial strength and 
integrity remain unquestioned.” 

Mark A. Brown, executive vice-presi- 
dent, Harris Trust & Savings Bank, 
Chicago, in the keynote speech covered 
the subject matter of the conference com- 
prehensively. He pointed to the banks’ 
two external obligations, to national eco- 
nomic soundness and to borrowing cus- 
tomers. His conclusion was that a wise 
bank policy today means neither a restric- 
tive credit policy nor a sharp curtailment 
of loans, but rather a selective credit policy 
culling the credits and loan applications 
with these considerations in mind. 

Proposals to increase bank reserve re- 
quirements and to change the methods of 
administering these requirements he said 
would bring a vast increase of Federal 
powers over all chartered banking’s ability 
to make loans and investments. And he 
commented, “Freedom to perform these 
functions comprises the heart and life of 
banking as we have always known it.” 
Such major powers should not be taken 
lightly, he felt, during these days of political 
and economic pressure. 

In common with practically every 
speaker, Mr. Brown held that the use of 
credit can and logically should be most 
effectively controlled on the local level, by 
the individual banks. He reaffirmed the 
principles of the credit control policy now 
in effect, with their emphasis upon produc- 
tiveness and avoidance of speculation. 


And he pointed to the fact that some indus- 
tries are already meeting demand, hence 
that the time is here for watching closely 
and carefully every loan on the books. 

A. B. A.’s immediate past president, 
Joseph M. Dodge, president of The 
Detroit Bank, emphasized that selective 
credit is the principle necessary both to the 
economy and to the banks. He also sug- 
gested that each bank now set up flexible 
maximum totals for loans and for each 
category of loans. This will give the bank 
a téndency to restrain loan growth as each 
total is reached, and will add incentive to 
liquidate existing loans. He divided the 
selective credit job of the banker into two 
parts: (1) Help keep the borrower’s credit 
sound so that he can modify his course as 
necessary without embarrassment to him- 
self or the bank; (2) Keep the bank’s loan 
and investment position so flexible that no 
demands on the bank need be transferred 
to the borrower. 

Data on consumer financing. Thomas 
C. Boushall, president, Bank of Virginia, 
Richmond, pointed out that in August 
total consumer credits extended were 
2.8 per cent of the income of the people. 
He also pointed three comparisons to show 
the relative growth of such credit: Money 
on deposit in all banks in the United 
States has increased 105 per cent in 1940- 
48, government debt has increased 400 per 
cent, automobiles cost approximately twice 
their pre-war price—and consumer credit in 
the same interval has increased only 35 per 
cent. He also pointed to banks’ increasing 
proportion of the total consumer credit, 
up from 7.9 per cent in 1941 to 23.1 per 
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cent on August 1, 1948. 

Real estate and mortgage loaning came 
in for its share of attention. Robert C. 
Downie, president, Peoples First National 
Bank & Trust Company, Pittsburgh, 
prophesied that in the next nine years 
5,000,000 housing units will be sold to war 
veterans, involving conservatively $35 bil- 
lions of additional home loans. He urged 
that banks continue to make loans under 
the G. I. loan program, particularly home 
loans. 

William A. Marcus, senior vice-president, 
American Trust Company, San Francisco, 
listed a series of test questions which 
bankers should today apply to their mort- 
gage portfolios covering safety, diversifica- 
tion. installment basis, yield, current pay- 


ment status, and marketability. If anv of 
these are weak, then he reconimended that 
the bank immediately set out to strengthen 
its lending and servicing procedures. 
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Using Bank Credit 


Warning that bank credit is in the 
process of contraction and that extension 
of credit will be on a selective basis and at 
higher interest rates, President Robert D. 
Mathias of the Chicago National Bank, has 
made a number of practical suggestions as 
to what he would do under present condi- 
tions if he were responsible for a business 
which uses bank credit. He says: 


“1. Wherever possible, I would preserve — 
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Refer Your 
Customers to 


When They’re in 






MERCANTILE-COMMERCE 


One phase of our service to correspondents of which we 
are proud is the care we take of your customers whenever 
they visit St. Louis. We hope you will refer them to 
Mercantile-Commerce Where a warm welcome awaits any 


friend of your bank. 


At their service are our complete facilities, the knowledge 
of our specialists in many industries, and the widespread 
contacts of this bank both in this country and abroad. Our 
advice and counsel on business problems in this area, or 
in any field in which we can be helpful, are always avail- 
able. We serve your customers in this manner because we 
are thus serving you and your bank. 


That’s part of Mercantile-Commerce correspondent service 

..one of many reasons why hundreds of banks through- 
out the nation have selected Mercantile-Commerce as their 
representative in St. Louis. 
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MERCANTILE 7 - COMMERCE 
Bank and Trust Company 
ST. LOUIS 1 MISSOURI 








MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 








or increase the amount of capital invested 
in the business. This can be done by 
following a conservative dividend and 
salary withdrawal policy. 

“2. By every means possible, I would 
reduce and refine inventory. Obsolete and 
slow moving items should be eliminated 
notwithstanding that over-all sales are in 
very satisfactory volume. 

“*3. Extension of customer credits should 
be predicated upon current analysis and 
not on hearsay history. If abnormal con- 





ROBERT D. MATHIAS 


Practical suggestions to business 


centrations of credit exist, they should 
receive unusually careful attention. 

“4. Lastly, I would attempt to arrange 
the affairs of my company so that at least 
once a year I would be able to repay my 
debt to the bank. This, of course, would 
be confidence inspiring to the bank, but it 
would also be gratifying to me to know I 
could pay my debts. If I were unable to 
‘clean up’ periodically, I would go in and 
tell my banker why. He will understand 
and may give some suggestions of value.” 

Other suggestions. Mr. Mathias has 
also outlined certain other recommended 
policies for the consideration of business 
borrowers, as follows: 

Try in every way possible to do what you 
promised when you borrowed the money. 
If conditions change and you can not do 
as expected, go in and tell your banker why 
and submit a revised program. Many 
borrowers promise too ambitious a program 
in the beginning, knowing full well that 
the result may not be as outlined. Be 
frank and be practical. 

Take care of maturing obligations the 
day they are due or before. If you are 
going to be away on due date, make 
arrangements in advance. 

Keep in close touch with your banker. 
If something adverse develops, tell him 
about it. Maybe he can help. Above all, 
be sure he hears any bad news from you 
and not from your competitor. 

Let your banker make a little money on 
your business with him. Keep some bal- 
ances that he can lend to others, and pay a 
fair rate of interest. Remember he has 
high costs and high taxes too. He likewise 
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Overseas collection service through foreign banks 


 yeesntne an experienced For- 
eign Department and world- 
wide banking connections, Bankers 
Trust Company offers you high- 
speed collection service on your for- 
eign items. You can assure your 
customers of fast, efficient collec- 
tion service when you send these 
items to us. 

In addition, we issue commercial 
letters of credit—buy and sell foreign 
exchange—provide travel funds— 


supply credit information on foreign 
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— via Bankers Trust 





names—and furnish up-to-date in- 
formation on exchange regulations 
in the various countries. 

It may pay you to investigate these 
and other services we offer banks 
which want to serve their customers 
as efficiently in foreign transactions 


as they do in domestic matters. 


BANKERS TRUST COMPANY 
NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








You are invited to write today for 
specific information about the kind 
of transactions in which you are in- 
terested. Please address Banking 
Department, Bankers Trust Com- 
pany, 16 Wall Street, New York 15, 
New York. In the meantime, we so- 


licit your foreign collection items. 























Seven new planes completed 
eee at a cost of $4.30! 





New planes can’t fly without control cable, and this manufacturer needed some 
—fast. He got it the same way he regularly gets many supplies and parts—by 
Air Express. Ordered in A.M., delivered to plant same day. 500 miles, 28 lbs., 
Air Express charge only $4.30. So production continued without a break. 





$4.30 included oie end delivery at 
no extra charge—and receipt for ship- 
ment. All this, plus the world’s fastest 
shipping service. That’s Air Express— 
used with profit by every business. 


Shipments go on all flights of Scheduled 
Airlines. Speeds up to 5 miles a min- 
ute—no waiting around. Direct ser- 
vice to over 1,000 airport cities, air- 
rail for 22,000 off-airline offices. 


Facts on low Air Express rates: 


22 lbs. of new fashions goes 700 miles for $4.73. 
6-lb. carton of new jewelry line goes 1,000 miles for $2.24. 
Same day delivery in both cases if you ship early. 


Only Air Express gives you all these advantages: Special pick- 
up and delivery at no extra cost. You get a receipt for every shipment 
and delivery is proved by signature of consignee. One-carrier re- 
sponsibility. Assured protection, too—valuation coverage up to 
$50 without extra charge. ~"-y no limitation on size or weight. 
For fast oe « — hone Air Express Division, Railway 
Express Agency. An ify “Air Hegeees delivery” on orders. 
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GETS THERE FIRST 





Rates include special pick-up and delivery 
door to door in principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE u.s. 














must answer to a board of directors and 
to stockholders. 

Help your banker do his job well. There 
are many ways he can help you in addition 
to lending you money. And he will do it, 
if you remember to do your part. 
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Business Opinion Poli 


At a recent meeting of the directors and 
some other key members of the National 
Association of Credit Men, a revealing poll 
was taken of the group’s opinions regarding 
the future of business and the plans of their 
respective companies. 

There was unanimous opinion that bad 
debt losses would be higher during 1949, 
but the credit executives did not think 
that they would be out of hand when com- 
pared to increased sales, or a serious threat 
to earnings. 

Two-thirds of the group said their inven- 
tories were higher than usual. One-half 
of those present said that they were going 
to concentrate on reducing inventories in 
their business. 

More than 80 per cent reported that 
their companies were not planning any new 
plant: expansion in the next two years, and 
four-fifths of the group likewise said that 
they were not planning to purchase un- 
usual amounts of new equipment in the 
year ahead. 

The next question asked was, “Do you 
anticipate you will have to borrow more 
than the normal amount of money during 
the year ahead to meet your needs?” 
With one exception the answer was “‘No.”’ 

“These replies,” says Executive Manager 
Henry H. Heimann, “indicate a trend in 
management that has just now, in my 
opinion, gotten under way, namely, to 
pause in its expansion and consolidate its 
position and attempt to refine its oper- 
ations.” 
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Tax Suggestion 


Nearly 600 bankers gathered recently 
in Los Angeles for a group meeting of the 
California Bankers Association heard Presi- 
dent Arthur G. Coons of Occidental College 
urge formation of a national commission to 
study present tax structures. 

Dr. Coons, speaking on the “Present 
Economy and Its Future Implications,” 
declared that taxation of business enter- 
prise and production, in some of its aspects, 
is having a deterring effect upon our na- 
tional economy. 

“In my judgment,” he commented, “we 
must avoid double taxation of corporate 
income, discontinue the tax-exemption 
privilege of state and local government 
securities, and make equitable adjustments 
to allow greater flexibility to small business 
in tax accounting. 

“The time is ripe for appointment of a bi- 
partisan national tax inquiry commission 
to study the effects of present tax struc- 
tures and to recommend revision of the 
incidence of taxation in the interest of 
stimulating production.” 

Public economy. The prominent educa- 
tor and economist pointed out that 
‘‘whether we like it or not” government has 
become an element in our economy of 
prime importance. 

“As a result of two wars, a depression 
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and a recovery and a reform political 
policy,” he added, “there is a public 
economy of far larger scope and significance 
than existed when most of the textbooks 
on economics and government which we 
studied were written.” 

However, Dr. Coons indicated that he 
does not antjcipate, in the immediate 
future, any marked increase in the degree 
of regulation of business by government. 
“However,” he added, “I do look for an 





DR. ARTHUR G. COONS 


Urges complete tax review 


increase in the public expenditures as a 
result of recent political developments. 

“Both major parties,” he reminded, 
“endorsed social security extension, better 
housing, health insurance, and _ higher 
minimum wage rates. It is because most 
of these social changes will affect the pub- 
lic budget in an upward direction that I 
plead for an early and complete review of 
the relation of the methods and amounts of 
taxation to production.” 


SJ a 


Federal Debt Policy 


From banking sources have come two 
interesting suggestions for changes in 
Federal debt management policy. 

William J. Field, president of Commer- 
cial Trust Company, Jersey City, New 
Jersey, proposes making income from 
Government securities up to a given 
amount exempt from income taxes. He 
asserts that such a step would relieve the 
Federal Reserve System of the inflationary 
burden of supporting the Government 
bond market, since it would make the 
bonds so attractive that non-banking 
interests such as individuals, estates and 
trust funds with individual beneficiaries 
would absorb institutional sales. Mr. 
Fields estimates that if bond income up 
to $5,000 were exempt the result might be 
accomplished. He adds that purchases by 
the public would have more of an effect on 
inflation than increasing bank reserves, or 
raising short-term rates. 

Treasury support. A recommendation 
that the Treasury take over from the 
Federal Reserve the burden of supporting 
the Government bond market has come 
from J. Stewart Baker, board chairman of 
the Bank of the Manhattan Company, 
New York City. “Only by so doing,” he 
contends, “will it be possible to protect the 


January, 1949 








collection service to 
any point in California 


One account with Bank of America, either 
in Los Angeles or San Francisco, affords 
correspondents direct, prompt handling of 
collection items to any of the communities 
in the State of California where this bank has 
its branches. Direct your inquiries to Bank of 
America, 300 Montgomery Street, San Fran- 
cisco 20, or 660S. Spring Street, Los Angeles 54. 


Branches in more than 300 California 
communities. Foreign branches in London, 
Manila, Tokyo. New York representative, 
44 Wall Street. Correspondents 
throughout the world. 


Bank of America 


NATIONAL {RYSTAx2 ASSOCIATION 
€abiforntas Hlatewide Bank 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 












Bank of America Travelers Cheques are known 
the world over. Sell them to your customers 














integrity of the Reserve System, to restore 
its management to a position of independ- 
ence in the conduct of credit control and 
to avoid the likelihood of an enveloping 
system of controls which will restrict the 
freedom of our financial and investment 
institutions.” 

Mr. Baker asserts that the Treasury has 
substantial powers and available cash 
funds which it could use to support the 
bond market. 
ae le 


Public Opinion 


Addressing almost 2,000 of the National 
Bank of Detroit officers and employees at 
their annual party recently, Walter S. 
MceLucas, chairman, took an unusual view 
of public opinion and stressed the need for 
strong leadership, as follows: 

“In the early days of steamboats, rail- 
roads, automobiles, and airplanes, public 
opinion was opposed to them, and the 
inventors, engineers, scientists, and pro- 
ducers were almost alone. 

“Public opinion was also opposed to 
bathtubs, vaccination, and much educa- 
tion. Had public opinion polls existed in 
those days and been followed, these leaders 
never would have gone ahead with their 
plans which have done so much to develop 
America. 

“Had a public opinion poll been taken 
before Valley Forge, it would have shown 
a very large part of the public, part of the 
army, and an influential group in Congress 
in favor of surrender and getting rid of 
George Washington. 





“Public opinion is important, vitally 
important—but it must be an informed 
public opinion. Leadership does not fol- 
low—it must lead.” 
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Rental Housing Plan 


A plan for stimulating the construction 
of rental housing by private enterprise 
rather than by the Federal Government is 
favored by a California banker, who pro- 
poses that private investors in such housing 
be allowed a tax credit for depreciation in 
excess of normal depreciation. 

H. J. Mendon, vice-president of the 
California Bank, Los Angeles, in The 
Mortgage Banker published by the Mort- 
gage Bankers Association of America, 
declares that such a plan-would stimulate 
the construction and financing of rental 
housing by private builders and investors 
and would mean the government would 
not have to embark upon the vast public 
housing program that many are demanding 
the new Congress authorize. 

The plan would work similarly to that 
employed during the war for construction 
of war plants and production of equipment 
when “certificates of necessity” were sup- 
plied manufacturers. 

Mr. Mendon declares that with today’s 
high building costs, private interests can- 
not build rental housing for the low income 
groups at rents they can afford to pay and 
that the plan he suggests would be the 
simplest method to get such housing built. 
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IN ten short years we have almost 
sold the idea of printed names on per- 
sonal checks. Throughout that period 
we have emphasized the idea, and it is 
now so close to being completely 
sold that we can begin to emphasize 
the distinctiveness of our package. 


WE think we enjoy two advantages 
over others who produce personalized 
checks. First, we have the momentum 
of an early start. Second, we are men- 
tally attuned to handling small orders. 
As a consequence our efforts have 
not been expended trying to convince 
ourselves that we should go after the per- 
sonalized check market, because if we 
had not been convinced of that we never 


will help you sell it. 


ACCENT ON DISTINCTIVENESS 


IF, therefore, you feel that you must offer personalized service 
to your customers — and it is becoming a “must” — don’t, for 
oodness’ sake, compromise as far as quality is concerned. 
Tor don’t have to. You can accent distinctiveness with the 
DeLuxe package. We will not only make it for you . 




















would have started. Our efforts have 
been directed towards serving the mar- 
ket better with a progressively im- 
proved package. 


SO, when you offer to your customers 
—for $1.35-—two hundred DeLuxe 
Personalized Checks, you are not 
merely offering imprinted checks but 
rather imprinted checks of high quality. 
The quality of the printing is right 
up to par. The quality of the paper 
is nationally recognized. The binding 
and the general workmanship are pro- 
fessional. And all the checks are consec- 
utively numbered. Even the pretty 
red box which completes the package 
adds considerably to its value. 
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Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 











H. J. MENDON 


Advances tax credit proposal 


Explaining his proposal further, Mr. 
Mendon adds: 

“Ordinarily an owner of a multiple 
housing project would be entitled to some- 
thing like 2% per cent depreciation annu- 
ally for income tax purposes. Why not 
allow an extra 10 per cent annually for five 
years applicable against any taxable in- 
come of the owner, with the stipulation 
that a like amount be applied against debt 
curtailment or return of capital?” 

Mr. Mendon admits the plan is a subsidy 
but believes it is far preferable and less 
expensive than having the Federal Govern- 
ment enter into the housing field as is now 
being proposed. 

* * * 


Profits Clarified 


With public attention focused on the 
controversial subject of business profits, 
Vice-president Joseph E. Pogue of The 
Chase National Bank has set forth four 
basic conditions which he believes should 
be clearly held in mind by anyone seeking 
to analyze the size and significance of such 
profits. These are: 

1. In times of inflation, or rapid change 

in the purchasing power of the dollar, 
“profits” as reported on the basis of estab- 
lished accounting practice are in effect 
overstated by the amount of the rise in 
replacement costs over the sum set aside 
to cover capital extinguishments—depreci- 
ation, depletion and the like. 
2. In times of inflation, reported “‘prof- 
its” cannot properly be compared with 
previous years because of the shrinkage in 
the purchasing power of the dollar. Only 
by correcting for the changing length of 
the yardstick can this be done with any 
semblance of accuracy. 

3. In times of inflation, the rate of 
return on the capital employed, ordinarily 
a very useful standard, cannot be used as 
a criterion of the magnitude of profits be- 
cause the rate of return is a ratio between 
two sets of dollars of different values. It 
is a mathematical error to strike a ratio 
between things of a different kind. Only 
by adjusting either the capital employed 
or else the “profit” to like dollars is such 
a ratio permissive. c 

4. In all times, inflationary or normal, 
the most effective criterion to apply in the 
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judgment of “profits” is their adequacy or 
inadequacy in the process of capital 
formation. Our entire economy is depend- 
ent upon the formation of sufficient capital 
funds to maintain and expand the country’s 
productive capacity, and as capital costs rise, 
“profits” are called upon to supply increas- 
ing amounts of these funds. 

In illustrating the function of profits, 
Mr. Pogue likened them to the motive 
power on a transcontinental train. “On 
the plains,” he said, “one locomotive is 
sufficient. On the long upgrade in the 
mountains, two locomotives are required. 
And when the divide is passed, the second 
locomotive is dropped. 

“Supply and demand correspond to the 
terrain. When they are in balance, the 
gradient is moderate. When they are out 
of phase, the gradient is steep. Inflation 
throws the supply and demand badly out 
of balance and creates a difficult country 
to be traversed.” 
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Banks and Money 


The role of the American banking system 
in increasing or decreasing the money 
supply is discussed clearly and non-techni- 
cally in a readable new booklet prepared 
by the Committee on Economic Policy of 
the U. S. Chamber of Commerce. 

Titled “The Economics of the Money 
Supply,” the booklet explains the processes 
by which bank credit enters and leaves the 
money supply in response to demand; 
describes the type of gold standard in force 
today; and points out some of the impor- 
tant monetary questions facing us today. 

One Federal Reserve economist has 
called the study the clearest description of 















0620: OF OF OOF D2OOH" O° 0-0 O 


THE ECONOMICS 
OF THE 


QrQeQ"QrQO"gG 


MONEY SUPPLY 


b O00 OOO Ae! 


o9 





OO: Oe Ox Os Gerri tate: OO" OO" Gr 


A BREPORT OF THE COMMITTEE 


ON ECONOMIC POLICY 


CHAMBER OF COMMERCE OF THE UNITED STATES 


WASHINCTON 6 * DC * 1948 





Banking’s role is emphasized 


our monetary structure yet written. It is 
suggested that banks may want to donate 
copies to local schools or public libraries. 

Single copies are available at 25 cents 
each from the Economic Research Depart- 
ment, Chamber of Commerce of the 
United States, Washington 6, D. C. 
Special prices on the booklet are quoted 
on quantity orders. 
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A BRANDT | 


at EVERY 
TELLER’S WINDOW 


For Greatest Economy, for the 
Best of Service—in Banks both 
large and small—there should 
be a Brandt Automatic Cashier 
at Every Teller’s Window. 


TYPES TO SELECT FROM... 


is iG 





Model 100 Model 200 

Pays from 1¢ to 99¢, inclusive, Operates in the same manner as 
upon the depression of a single Model 100 except that upon the de- 
key. Coins are delivered to a pression of a key the coins roll on 
hopper from where they are re- edge, quickly and quietly, down a 


moved by the teller and passed chute into a cup from where they 
to the customer. are removed by the customer. 





OTHER BRANDT PRODUCTS: 


COIN SORTERS AND COUNTERS 
COIN COUNTERS AND PACKAGERS 
COIN STORAGE TRAYS 


B R A N DT COIN WRAPPERS AND BILL STRAPS 


COIN HANDLING 


BRANDT AUTOMATIC CASHIER COMPANY 
DEVICES SINCE 
1890 Watertown, Wisconsin 








Please supply information regarding the following BRANDT 
products : 


(_] AUTOMATIC CASHIERS 
(] Medel 100 ([] Mode! 200 Bank Name 


(_] COIN COUNTER AND PACKAGER 
(_] Hand operated [_] Motor driven By 


(_] COIN SORTER AND COUNTER 














(Motor driven) Address 
(_] COIN STORAGE TRAYS Ms 
[_] COIN WRAPPERS and BILL STRAPS City Zone State B-1 


“BRANDT” and “CASHIER” registered United States Patent Office and Canadian Trade Marks Office 
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It’s the telephone address of 
The Philadelphia National Bank— 
and a much-used tool 

of business and banking. 


You’d be surprised at the number 
of times we unblocked a commercial 
banking barrier in the course of 

a three minute ’phone call. 





Our correspondents in all parts of the country know 
that when they need action, usual or not-so-usual, 
a call to this number starts things happening —fast. 


How about your bank—won’t it benefit by 
cooperation both experienced and dependable? 


Foe (76 Gowrs — Banking for Gutintes. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











10 Burroughs Clearing House 




















BANKING NEWS 





Annual F. P. BR. A. Meeting 


The Financial Public Relations Associ- 

ation had a year of solid progress behind it 
as it met last month, at Hollywood, Florida, 
for its 33rd annual convention. 
_ It had seen its membership jump from a 
record of 1,180 to a new record of 1,336. 
It had seen many of its members appointed 
to the public relations committees of state 
bankers’ associations. It had widened its 
scope and launched new projects in keeping 
with the growing importance of public 
relations in the bank field. 

A noteworthy factor in the new concept 
of public relations has been the broadening 
of bank and trust services to reach new 
millions of people, President Robert Lind- 
quist, vice-president, LaSalle National 
Bank, Chicago, told the record national 
attendance at the convention. These 
services have brought bankers closer to 
their communities. 

Advertising, said President Lindquist, 
is a tremendous power as a builder of pub- 
lic acceptance and good will, as a moulder 
of opinion, and as a highly effective selling 

‘force in keeping present customers satisfied 
and in introducing new customers to the 
bank. In this day of mass service, he 
said, banks cannot possibly reach their 
potential markets through personal efforts 
and must draw upon the power of adver- 
tising if they hope to expand their business. 

Busy week. To keep up with extensive 
convention activities, planned by General 
Program Chairman William B. Hall, The 
Detroit Bank, and his committee, members 
had to do some fast stepping. They had 
to make early morning classes of a highly 
popular school of human relations that 
continued through the four days of the 
convention, and to attend clinics, depart- 
mentals and the general sessions. 





Left to right: 











Robert Lindquist, retiring president; Hugh J. Bernard, third vice-presi- 


dent; Allen Crawford, president; Philip K. Barker, second vice-president; Preston E. 
Reed, executive vice-president; John N. Garver, first vice-president; Chester S. Price, 
retiring treasurer. Not shown: Harve H. Page, treasurer 


F. P. R. A. officers at 1948 convention in Hollywood, Florida 


The school of human relations was con- 
ducted by Dr. Preston H. Scott, co-ordina- 
tor of community relations, Wayne Uni- 
versity, Detroit, and consultant to the 
director of training of the Ford Motor 
Company. 

Dr. Scott told members that to have 
sound human relations: 1. There must be 
a real understanding and respect for the 
free enterprise profit system. There must 
be a belief that it is the only system that 
can operate for the benefit and eventual 
profit of the so-called common man. 
2. There must be a real understanding, 
belief in and respect for the specific busi- 
ness or bank for which a person works. 


Each individual needs to have a sense of 
belonging and to realize that he or she is 
an important working part of the whole. 
3. We must know, understand, like and be 
curious about people, not as groups but as 
individuals. We must recognize that each 
person looks out on the world, his country, 
his bank, from within his own small orbit 
of vision. To work with him and develop 
him we must penetrate that orbit and relate 
the problems of free enterprise and the 
problems of a company or a bank to his 
problems, his needs, wants and desires. 
Competition returning. As a speaker 
at one of the general sessions, Richard W. 
Trefz, president, Beatrice (Nebraska) State 


Dr. Preston H. Scott, Wayne University, Detroit, addressing the “‘School of Human Relations” 
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Bank, stated that there are numerous 
opportunities for bank service to farmers 
and to businessmen. We are facing an era 
of intensive competition in all fields, he 
said. The ridiculous period that has made 
plunging and speculation pay handsome 
dividends is about over, he said, and the 
time of the cautious and conservative 
operator is at hand. 

Mr. Trefz also stated that bank survival 
depends on the service banks render their 
communities. “Emphasis on service,” he 
said, “results from the realization that we 
are engaged in a gigantic showdown be- 
tween the colossi of the century—f ree enter- 
prise versus collectivism.” 

Another general sessions speaker, Henry 
Grady Weaver, director of the customer 
research staff, General Motors Corpora- 
tion, Detroit, and author of “Mainspring, 
the story of human progress and how not 
to prevent it,” told members that there is 
really not much difference between the 
various forms of collectivism. ‘The idea, 
which dates back to the earliest forms of 
tribal society, is not nearly as new, he 
said, as the idea of self-reliance and per- 
sonal responsibility. 

Keep going. An address particularly 
pertinent to the convention was that of 
Carlyle Emery, vice-president, Ruthrauff 
and Ryan, Incorporated, Chicago, on 
advertising. Mr. Carlyle’s talk was pro- 
grammed as “K. G. D. S.,” which he inter- 
preted as meaning “Keep Going—Don’t 
Stop.” He pointed out that in advertising, 
the story must be told constantly. In this 
way only can continuous results be ex- 
pected, he stated. 

Allen Crawford, vice-president, Bankers 
—Equitable Trust Company, Detroit, was 
elected F. P. R. A. president for the com- 
ing year. Other officers are: first vice- 
president, John N. Garver, vice-president, 
Manufacturers and Traders Trust Com- 
pany, Buffalo; second vice-president, Philip 
K. Barker, vice-president Granite Trust 
Company, Quincy, Massachusetts; third 





vice-president, Hugh J. Bernard, vice- 
president, Second National Bank, Houston; 
treasurer, Harve H. Page, second vice- 
president, Northern Trust Company, Chi- 
cago, succeeding’Chester L. Price, adver- 
tising manager, City National Bank and 
Trust Company, Chicago, who declined 
re-election after having served two terms; 
executive vice-president, Preston E. Reed. 

The association’s 1949 convention will 
be held in October at the Edgewater 
Beach Hotel, Chicago. 
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Thumbprint Endorsements 


A plan which would require all strangers 
to affix a thumbprint and list pertinent 
descriptive information in conjunction 
with check endorsements is gaining favor 
with many banks, according to the Pro- 
tected Check Corporation of America, 
proponents of the plan. 

Developed by Elwood M. Brooks, presi- 
dent of the Central Bank and Trust 
Company, Denver, and immediate past 
president of the 
State Bank Divi- 
sion of the Ameri- 
can Bankers Asso- 
ciation, the pro- 
gram involves the 
use of an invisible 
cream with which 
the endorser affixes 
his thumbprint, 
thereby elimi- 
nating the com- 
mon objection to 
unsightly stains or 
smears left by 
ordinary inks used 
for this purpose. The A. B. A. has long 
endorsed thumbprint identification of 
checks, but until the advent of Mr. 
Brooks’ Invisible Thumbprint Endorse- 
ment Plan bankers were reluctant to 
request such identification in view of 
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The JKational 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
Capita. $10,000,000 


When your business-vane points toward 
New England, you will find at this bank 
complete knowledge of markets and busi- 
ness conditions. ‘The wide experience of 
this institution is especially valuable in 
handling difficult or unusual situations. 


«Outstanding Strength” for 113 Years 


Surpius $20,000,000 © _ 
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l affix my THUMB ENDORSE- 
MENT and MY NAME to this 
check and authorize that it be 
turned over to PROTECTED 
CHECK CORP. OF AMERICA 
for collection if it is net valid, 
and agree te pay all ceilec- 
tien calls. 





ENDORSER 


/22__wW). 274 


NUMBER STREET 


CITY &@ STATE =”. "47 by P.C.C.A. 








Detailed description 


public objection to the resulting ink stains. 

The Protected Check Corporation has 
devised a special endorsement stamp (see 
illustration) which is filled in by the en- 
dorser at the time of affixing his thumb- 
print. The information thus obtained is 
an added protection against fraud. 

Under the organization’s: program each 
participating bank or business establish- 
ment is provided with a decalcomania 
insignia and a wall plaque announcing the 
service to the public. Upon presentation 
of a check for cashing the bank teller 
merely stamps the check and requests the 
information required of the endorser. 
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Teller Record-Envelope 


So that tellers’ machine tapes and related 
records may be filed conveniently, the 
Valley National Bank, Phoenix, Arizona, 























Designed for double duty 


has inaugurated the use of envelopes with 
cash balancing records printed on each side, 
as shown above. 

These forms also include space for dis- 
tribution totals of debit and credit items 
and are therefore suitable for use in those 
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FIRST NATIONAL BANK 
OF POUGHKEEPSIE 





Poughkeepsie, New York 





JOHN, R. EVANS 

PRESIDENT 
The First National Bank 
of Poughkeepsie, N. Y. 












In 1912, the First National Bank of 
Poughkeepsie joined with Christmas 
Club in offering a new service to its 
depositors. It is a service that has 
been maintained most profitably 
ever since. 


Through sound administration, plus the 
many advantages of Christmas Club, 
the progressive management of this 
company has made an outstanding 
record of accomplishment. In 1912, the 
total assets of the First National Bank 
of Poughkeepsie were $1,845,000. 
As of September, |948, the bank’s total 


Christmas Club 


a corporation + FOUNDED ay HERBERT F. RAWLL 


341 MADISON AVENUE, 


BUILDS SAVINGS + BUILDS CHARACTER °° BUILDS BUSINESS FOR BANKS 


January, 1949 





assets amounted to $25,979,356. 
Financial men of vision are quick to 
see the benefits which Christmas Club 
brings to a bank. Christmas Club is 
teaching habits of thrift to more than 
ten million Americans. It will bring — 
Christmas Club members into your 
bank fifty times a year... give you 
fifty opportunities to acquaint these 
regular savers with the many other 
financial services you 
offer—Banks that have 
Christmas Club are Banks 
that grow. 
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SERVICE 
Maintaining an inti- 
mate, personalized 


correspondent serv- 
ice. 


Wd 


POLICY 


To cooperate with 
out-of-town banks 
rather than compete 
for business which is 
rightfully theirs. 











EXPERIENCE 
Officials with years of 
service in this field, 
assuring a knowl- 
edge of requirements 
and valuable assist- 


We 
The 











Public National 


Bank and Trust Company 
of New York 


Established 1908 
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Theater-type sign carries changeable advertising messages 


branches where the teller retains the 
responsibility of proving all incoming items. 

The envelope idea was proposed by 
Robert Saback, head teller in the bank’s 
home office. Assistant Comptroller R. M. 
Long reports that an activity count will be 
added to the list of items shown on the 
envelopes (see illustration on page 12) at 
the next printing, thereby providing 
another useful bit of information. 

. e . 


Novel Bank Sign 


A changeable letter sign, similar to those 
used on theater marquees, was recently 
installed on the face of the Concordia 








Now Available 





EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 





STRAYER 


Prompt Deliveries 





ALL STEEL Sliding Drawer 
STORAGE FILES 


INTERLOCK IN STACK—VERTICAL AND 
PARALLEL AUTOMATICALLY 








a 
MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 





We guarantee our Transfer Files to please you or no cost fo you in the transaction 








--- MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 
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Savings & Home Loans Association build- 
ing in Chicago, and is equipped with a 
brilliant lighting fixture which illuminates 
eight-inch green plastic letters. 

The unit, as shown in the picture above, 
is over 32 feet long and 14 inches deep. 
The message is changed periodically and is 
lighted during the evening hours daily. 

o . . 


Payroll Savings Campaign 


According to the First Federal Savings 
and Loan Association of Atlanta, Georgia, 
employers would be surprised at the favor- 
able response if they were to conduct a 
survey among employees and ask the ques- 
tion, “‘Are you in favor of a payroll savings 
plan that will help you build a reserve by 
saving systematically?” 

The association should know, for it has 
been conducting a highly successful direct 
contact campaign to sell such a plan to 
Atlanta firms. The staff is personally 
visiting individual concerns in the area in 
a manner similar to salesmen making 
regular calls. 

The first objective in calling is to sell 
the employer on the systematic payroll 
savings plan and its benefits to his com- 
pany and his employees. The association’s 
representative carefully explains that the 
plan can be modified to meet the firm’s 
own payroll system, and outlines how the 
necessary record keeping has been reduced 
to a minimum. 

The representative then requests per- 
mission to hold a meeting of company 
employees, or to speak individually with 
them during their off periods. Having been 
sold on the fact that employees who have 
savings are the most permanent workers, 
management usually extends the neces- 
sary permission. 

Brief talk. The representative, realizing 
that his time is limited, presents a message 
something like this in speaking to groups 
or individuals: 

“First Federal Savings is the oldest 
mutual savings institution in Atlanta. 
Through the co-operation and courtesy of 
your employer we have provided for you 
our new systematic payroll savings plan, 
created to encourage thrift as well as for 
your convenience. 

“To have a cash reserve is something 
which all of us have thought about but few 
have put a plan into action to provide for 
such an amount. We believe that a part 
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of all you earn is yours to keep, and that 
in keeping it you should put it to work to 
the best advantage. 

““You may simply fill out one of the green 
signature and payroll deduction cards I 
have here, and indicate the amount you 
wish your employer to deduct each pay day. 
This will open an insured savings account 
for you at First Federal Savings and Loan 
Association, and this cash reserve account 
of yours will continue to grow each pay 
day until you stop the payments. There 
are just two things that a sucéessful saver 
must do. One is to start a systematic plan 
such as this, and the other is to stick to it. 
Anyone can start. It only takes one dollar 
to start, and the First Federal’s payroil 
savings plan makes it easy to continue.” 

Questions answered. Along with this 
approach, a one-page question and answer 
sheet is given to each employee. These 
eight questions and answers are mime- 
ographed on the sheet: 

Q—How may I join? 

A—Completely fill out the enclosed card 
and check the amount you wish to save 
each pay day. Turn this card in to your 
employer. This will open your account 
after the next pay day. 

Q—How can I increase, decrease, or stop 
my account? 

A—A member may increase, decrease or 
stop the amount deducted at any time. 
To do this he must notify the payroll 
department of the change desired. In 
addition to your regular deductions you 
may add to your account by coming to 
First Federal or by mail. 

Q—When and how can the money be 
withdrawn? 

A—AIll or part may be withdrawn at any 
time by presenting a repurchase order 
properly signed by you and your payroll 
savings account card either through the 
mail or in person. 

Q—May I open a joint account? 

A—Yes. If you wish a joint account, 
have the other person sign the signature 
side of the card with you. 

Q—How do I know how much I have in 
my account? 

A—You may come to the Association at 
any time to determine your balance. A 
statement is sent to you in a sealed envelope 
every six months. 

Q—lIf I don’t use the plan now, may I 
start asavings account at some future time? 

A—Yes. You may obtain a payroll 
deduction and authorization card from 
your payroll department at any time. 
Your account will be started following the 
next pay day. 

Q—Are there any dues or fees to be paid? 

A—No. 

Q—What is my company’s part in this 
plan? 

A—Your payroll savings account is 
primarily a transaction between you and 
the First Federal Savings. It is just the 
same as if you came to the Association and 
opened an account. Your company, how- 
ever, is assisting in making it more conven- 
ient for you to save by deducting at your 
request a given amount each pay day and 
forwarding this deduction to the Associ- 
ation to be added to your payroll savings 
account. No one but the First Federal 
Savings and you know how much you have 
or how much you withdraw at any time. 

Favorable response. ‘‘We have already 
had an unusually good response to our 
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PROFITABLE new business is being created by these cards for 
banks throughout the United States. They are the new attrac- 
tive introduction cards being issued by all 126 offices and 
branches of Security-First National Bank of Los Angeles to 
customers who will be visiting or locating in other cities. A 
duplicate carrying the customer's signature is sent to you in 


advance. Watch for them. They are working for you. 


CORRESPONDENT ACCOUNTS INVITED 


126 OFFICES AND BRANCHES « 24 HOUR TRANSIT SERVICE 


SECURITY-FIRST NATIONAL BANK 


OF.LOS ANGELES / 
FOUNDED 1875 


HEAD OFFICE « 6th & Spring Streets, Los Angeles 54, California * Phone MUTUAL 0211 
MEMBER FEDERAL RESERVE SYSTEM * MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Novel “‘motor-bank”’ adjacent to the First National Bank and Trust Company, Oklahoma City 


direct contact campaign,” says George W. 
West, Jr., vice-president of the First 
Federal. “By taking the initiative, we are 
acquainting hundreds of people with our 
organization—people who never under- 
stood before the nature of our institution. 
We believe that once these people form the 
habit of systematic saving they will be 
permanent customers. 

“We encourage all members of our 
organization to participate in expanding 
our saving program,” Mr. West explains. 
“In our calls we have worked out a pattern 
whereby each member of the staff covers 
a certain area and contacts all firms in area. 

“‘As a rule, our payroll savers come from 
that group of people who ordinarily spend 
their money as quickly as they earn it,” 
observes Mr. West. “This is the same 
group who suffer most when the liquidation 
and depression periods descend. By en- 
couraging systematic savings now, we are 
contributing our bit in controlling inflation 
and building a backlog for these workers.” 
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Correction Notice 


A new type deposit correction notice has 
been placed in use at the Bellows Falls 











(Vermont) Trust Company. Under the 
system a carbon copy of-the notice appears 
on the reverse side of the deposit ticket, 
showing original deposit total, corrected 
total, date of deposit, the registered deposit 
receipt number provided by commercial 
tellers’ machines, the reason for correction 
and the depositor’s name and address. 
Devised by Treasurer W. E. Leach, the 
form provides a complete record of the 
notice mailed to the depositor without 
requiring an additional slip of paper stapled 
to the deposit ticket. The new notices are 
printed singly, unbound, since the deposit 
ticket itself serves as the bank’s copy. 


° ° 


A. B. A. 1949 Convention Set 


The dates for the American Bankers 
Association 1949 Convention in San Fran- 
cisco were recently announced by Secretary 
Merle E. Selecman. The 75th annual 
meeting will be held from October 30 
through November 2. 

Convention committees will be named 
in a month or two, Mr. Selecman an- 
nounced, and hotel application forms will 
be sent to association members about six 
months in advance of the convention. 










Georgia’s Industrial Employment 
20% Higher Than Pre-War 


The state’s current level of non-agricultural employ- 
ment (both manufacturing and non-manufacturing) is in 
the neighborhood of 608,000 or over 20% higher than in 







pre-war years. 


New industries and more and bigger payrolls are bring- 
ing a steadily increasing prosperity to Georgia, to its 
citizens, to us, and to our correspondent banks. 


We invite you to join our group. 
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No applications will be accepted by San 
Francisco hotels directly, he added, urging 
members to wait for application forms. 
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Elaborate Drive-In 


A vault-like addition to the First National 
Bank and Trust Company, Oklahoma 
City, has been constructed at the rear of 
an adjacent 140 by 75-foot parking lot as a 
special service for customers who visit the 
bank by automobile. The new service is 
called a “motor bank’ and provides 
several conveniences not included in less 
elaborate drive-in installations. 

The lot, as shown in the accompanying 
view, will hold 24 automobiles, and provides 
three teller windows inside a protected and 
heated enclosure. The tellers will handle 
any kind of window transaction, with large 
cash deposits being accepted through a 
special safety-device door and smaller 
deposits taken on a rotary deal plate. 
Tellers’ windows are of bullet-proof glass, 
and an armed guard is always on duty for 
added protection. 

Armed truck delivery of currency is 
accepted through a steel-plated door at the 
left of the unit, which is constructed of 
eight-inch concrete walls, reinforced with 
steel bars. 

Customers may enter the main building 
through the addition, with elevator service 
provided just inside the door. 
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Industrial Relations Film 


A sound-strip film entitled “A Couple 
of Guys Named Joe,” which points out 


**Talking it over” 








how good human relations can be developed 
between management and employee groups 
in industry, is being distributed by the 
Wachovia Bank and Trust Company, 


Burroughs Clearing House 
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Cover an incombustible Stran-Steel framework dimensional stability minimizes upkeep and 
with non-inflammable collateral materials—and maintenance expense. 
the result? A building far superior in fire-resist- 
ance .. . more readily saleable because of mini- 
mized fire hazards . . . with lower insurance 
rates for the investor. 


Stran-Steel Framing has now been successfully 
used in residences, garden-type apartments, mul- 
tiple dwellings, commercial and industrial build- 
ings for over ten years. Back of its high quality 


Expensive? On the contrary. Stran-Steel Fram- are the reputation and facilities of the Great 
“o ing, used in combination with non-inflammable Lakes Steel Corporation, producer of America’s 
covering or facing materials, results in a fire- most useful and versatile building—the famous 
safe construction at surprisingly moderate over- Stran-Steel-framed arch-rib Quonset. 
all cost. 


In addition, the faster erection time possible GREAT LAKES STEEL CORPORATION 


with Stran-Steel pre-cut joists, studs and plates Stran-Steel Division + Dept. 77 » Penobscot Bidg. » Detroit 26, Mich. 
means a quicker return on your investment. Its A UNIT OF NATIONAL STEEL CORPORATION 
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Farmers in every part of the country testify to the value of Quonsets for 


THE VERSATILE Q UONSET DEMONSTRATES farm buildings. Their economy, fast erection, durability and fire-safety 


are of special interest. These same advantages serve industrial and 
THE VALUE OF STRAN-STEEL FRAMING commercial needs as well. Where attractive appearance is important, 
architects can readily adapt these clear-span arch-rib buildings to the 
most modern designs, and make full use of the nailable feature of the 
STRAN-STEEL AND QUONSET REG. U.S. PAT. OFF. Stran-Steel Framing in the application of collateral materials. 
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Winston-Salem, North Carolina. 

The film, based on a talk developed by 
Thomas L. Carroll, bank personnel direc- 
tor, was produced for the bank by the 
University of North Carolina. Designed 
primarily for use in supervisory meetings 
and for showings to civic clubs, schools and 
other groups, the 20-minute film is being 
loaned free of charge to companies and 
groups throughout the bank’s trade area. 

The film tells the story of the manager 
of an industrial concern and his boyhood 
friend, who is a worker in the plant. It 
emphasizes certain basic needs in the life 
of every individual, regardless of his posi- 
tion in the economic system, and concludes 
that these needs must be filled satisfac- 









RECORD 
STORAGE 





Standardize on the best! Wherever record 
storage practice has been reduced to a science 
you'll find Liberty Boxes. Made of extra heavy 
corrugated fibre board, precision cut and 
scored. Dust proof and spill proof. Labels 
factory applied. Gummed titling strips fur- 
nished with each box. Shipped knocked down. 
Easily set up. Write for complete details and 
name of your nearest dealer. 


The shelving pictured above is the new Liberty 
PREFAB WOOD SHELVING. Ask for details. 


Serving business 
Sor over 30 years 
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torily if all are to be happy and progress in 
their work. 

Mr. Carroll has addressed approximately 
100 groups and over 8,000 management 
men throughéut North Carolina and 
neighboring states on the theme of “A 
Couple of Guys Named Joe.” 


a J e 


Longer Banking Hours 

Although the five-day week idea is gain- 
ing favor in many banks throughout the 
country there is also a tendency to expand 
banking hours on one or more days of the 
week, even in some instances where the 
bank remains open several hours on 
Saturdays. 

Three examples of this latter trend in- 
clude a 4 to 6 p.m. period on Mondays 
when the main office of the East River 
Savings Bank, New York City, is open, in 
addition to regular hours; the cancellation 
of a Thursday afternoon closing by the 
Romeo (Michigan) Savings Bank; and a 
6 to 8 p.m. Monday period at the Bayside 
(New York) National Bank’s Union Turn- 
pike branch “by popular request.” 

Tea time. East River customers have 
also been offered a cup of tea at a table set 
up in the main lobby during the late after- 
noon period on Mondays. At the time of 
writing the tea service was on an experi- 
mental basis, but the hours had been 
definitely arranged. 

The bank was formerly open one night 
a week from 7 until 9, but the fact that 
customers were already home or enroute 
at this time prompted the schedule change. 
An 8:45 a.m. opening also helps many 
commuters bank more easily by providing 
the opportunity before their office hours. 

At Romeo, although the bank will now 
be open six days a week from 9 until 4, 
and from 6:30 to 8:30 on Friday nights, 
employees will have one afternoon off each 
week, on a staggered basis. The full 
schedule was decided upon to provide regu- 
lar banking service in spite of the irregular 
midweek closings of merchants’ stores in 
Romeo and surrounding communities. 

Poll results. To determine which night 
of the week to remain open for the conven- 
ience of day workers the Bayside National 
Bank’s Union Turnpike branch polled 
10,000 businessmen and residents in its 
community. 

The “overwhelming majority” favored 
Monday nights, J. Wilson Dayton, bank 
president, reported, and the branch is now 
open from 6 to 8 p.m. each Monday. The 
bank’s main office, by way of contrast, is 
open Friday nights. 
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Newsworthy Briefs 


When the Citizens National Bank, 
Maplewood, Missouri, builds an addition 
to its building this Spring it will feature 
two drive-in windows, a radiant-heated 
driveway to prevent freezing and an over- 
pass connecting the second floors of the 
old and new structures « * * The First 
National Bank, Dallas, has placed left- 
handed checkbooks in use for its “south- 
paw” depositors. The bank contends such 
depositors will avoid ink-stained right 
sleeve cuffs, cramped fingers from stub- 
holding and figure-deducting with the left 
hand, and short tempers which invariably 





result from the contortions required to 
write checks and fill in stubs of conven- 
tional checkbooks. 

The Corn Exchange National Bank and 
Trust Company, Philadelphia, has in- 
augurated a “President’s New Business 
Award,” presented to the branch office 
establishing the best new business record 
over a several months period and retained 
by the winner until earned by another 
branch. The Burholme office now holds 
the plaque for its work during the period 
of January-September, 1948 « « « The 
National City Bank, Cleveland, has added 
its fourth branch office in the past 18 
months « « « The Federal Reserve Bank of 
Boston recently co-operated with the New 
England Shoe and Leather Association in 
conducting an extensive study of the sec- 
tion’s shoe industry. The entire November 
and December issues of the bank’s Monthly 
Review were devoted to the subject. 
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Student Introduction Card 


A new introduction card plan inaugu- 
rated by the Federal National Bank, 
Shawnee, Oklahoma, was prompted by the 
need for identification of Oklahoma Baptist 
University students living in Shawnee dur- 
ing the school year. 

According to William H. Dodson, Jr., 
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**Open house’’ at the Producers Bank, Bradford, Pennsylvania 


vice-president of the Federal National, a 
letter explaining the program is mailed by 
the bank to each student at the beginning 
of the term. Student lists are supplied by 
the university, which has extended full 
co-operation in the program. 

With the letter is sent a printed card, 
perforated in the center. The student signs 
his name on the lower half of the card in 
the presence of the university treasurer, 
who signs his own name as verification and 
mails it to the bank for filing. The stu- 
dent’s name and home address is affixed to 
the other half of the card, which he retains. 

The bank has agreed to cash checks of 
those students whose signatures are on file, 
thereby providing a speedy financial service 
to out-of-town students who are not known 
in the community. 

The idea has been well received by the 
university and its 1,400 stu.dents, Mr. Dod- 
son reports. Moreover, the bank’s offer 
to “help you in any way we can during the 
school term,” printed on the reverse side 
of the student half of the card, has also 
resulted in many new accounts. 
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Geographical Desk 


In order to improve its service to im- 
porters, exporters, and others engaged in 
international trade, the Colonial Trust 
Company, New York City, has instituted 
a “‘geographical desk”’ system in its Inter- 
national Division, according to Arthur S. 
Kleeman, president. 

A map of the world has been divided into 
a number of geographical areas, each of 
which is considered as a trade and eco- 
nomic unit, with an experienced member 
of the International Division staff in 
charge of each unit. Up-to-date files of 
economic and trade information on each 
area are kept by the staff members, most 
of whom are already very familiar with the 
language and economy of their areas. 

“When a client requests information 
regarding commerce or exchange of any 
country, the bank will have at least one 
staff member on the floor capable of giving 
quick, intelligent and accurate answers,” 
said Mr. Kleeman, in support of the system. 
“It also means that each member of the 
International Division will be given an 
opportunity to take part in the program 
and eventually to become an expert on his 
chosen country or region, thereby increas- 
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ing the quality and value of his service to 
the bank’s clients,” he added. 

The “geographical desk” program is 
directed by Harold R. Stein, assistant man- 
ager of the International Division, under 
the general supervision of Mario Diez, vice- 
president. 
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Open House Promotion 


Offering ‘“‘flowers for the ladies” and 
“new silver coins for the kiddies,” the 
Producers Bank and Trust Company, 
Bradford, Pennsylvania, recently heralded 
a 24-hour “open house” with both full 


page ads and smaller ones in the local 
papers. 

The picture at left shows what the force- 
ful campaign produced: a continuous line 
of local citizens who were introduced to 
the behind-the-scenes picture of banking 
operations. The bank had sent detailed 
descriptions of its banking operations to 
the press which was very helpful in explain- 
ing the story to the public in conjunction 
with the “open house.” This close co- 
operation between the bank and the press 
resulted in a successful program. 
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Latest A. B. A. Booklets 


Two A. B. A. booklets which are now 
available to association members are 
“Staff Relations with Trust Customers” 
and “Summary of the National Housing 
Act and Servicemen’s Readjustment Act,” 
prepared by the A. B. A. Trust Division 
and the Savings and Mortgage Division, 
respectively. 

The former publication contains 74 pages 
of practical suggestions for establishing 
and maintaining a sound customer relations 
program in trust institutions. An appendix 
contains a comprehensive outline of the 
functions of a modern trust department. 

Available on request is the new summary 
of the National Housing Act and the 
Servicemen’s Readjustment Act, a revision 
and expansion of an outline published last 
year. The summary is designed to provide 
quick reference on the 63 ways of lending 
on FHA mortgages, and contains outlines 
of the more, important Titles and Sections. 
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TriltiCheck 


is the best 
innovation 


we ever made 





In the first 10 months of 1948, with approximately 4000 active 
TurirtiCueck accounts, we earned $15,680.30 from the ‘sale of 
checkbooks and incidental charges. This was in addition to earnings 
from the loanable deposit balance. 

It can be emphasized that, in addition to these earnings, Turirt1 


Cueck brings us numerous new customers for our other services. 


Our experience has been such that we are very happy to recom- 
mend TurirtiCueckx. This might be best indicated by the fact 
that, if we were again faced with the question of installing a no- 
minimum-balance plan, we would most surely choose TurirtiCueck,. 


Practical, factual evidence in our Brochure tells why 
TurirtiCueck is a profitable department in hundreds of 
banks from coast to coast. A copy will be sent you on request. 
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BANK OF MonrvTREAL 


FOUNDED 1817 
MORE THAN 500 BRANCHES ACROSS CANADA 


Statement of Condition, October 30th, 1948 


ASSETS 


Cash on hand and due from banks and bankers oe 6 6 « oS 206,294, 90047 
Notes of and cheques on other banks . . . . ie SP ee 81,474,360.58 
Government and Other Public Securities (not exceading spsalan value) 1,003,513,939.08 
Other Bonds, Debentures and Stocks (not exceeding market bape 129,037 ,998.89 
Nay ©. 6 @:. 6 Gus, 0 ee MLO © 31,177,918.00 


$1,490,339, 197.02 


Seeeur ane Guemer Reems 5 te ce ew Fb ete ow 456,266,244.22 
Bank Premises. . . 6h we eth tl ee i de eee ae 15,391,604.71 
Customers’ Liability une Acceptances and Letters of Credit 

CREUMUEEE) ce ce 6 6S Re ws ele 6 fe wie 25,290,033 .58 
2 “0. 6 “Aa GO bee. te Oe a oa ace ce ae 4,093,568.54 


$1,991,380,648.07 














LIABILITIES 
eee ee ae ae ee ee ee ee eee 4,244,517.00 
Deposits . ‘ask e oo © « « & = BAR 
Acceptances and Seiten ée Credit Outstanding Ree ee eee 25,290,033.58 


DE eitce 5 ow 6s ees oP Ncate tal Oa 1,895,630.00 
Capital . . . Tee ae a ee 
Rest or Reserve Fund ae <\« * « «6 2. 2. eee 
Undivided Profits .......+-+s-.-s 2,939,240.64 82,939,240.64 


$1,991,380,648.07 














If you desire information on Canadian conditions, your inquiries will receive prompt and thorough attention from our 
Business Development Department at the Head Office in Montreal or from any of our offices in the United States. 


Head Office: Montreal 
B. C. GARDNER, M. C., President GORDON R. BALL, General Manager 


OFFICES in NEWFOUNDLAND at St. John’s, Corner Brook, Curling, 
Grand Falls, St. George’s, Botwood, Buchans, Stephenville Crossing, Bishop’ s Falls. 


NEW YORK: 64 Wall Street, New York 5, SAN FRANCISCO— Bank of Montreal (San Francisco), 
C.T. Aulph, A. St.C. Nichol, F. W. Hunter, Agents 333 California St., San Francisco 4, G. T. Eaton, President. 

' LONDON, ENGLAND: 47 Threadneedle St., E. C.2., 
CHICAGO: 27 South La Salle St., Chicago 3, A: BD. Harper, Manager; 9 Waterloo Place, S. W. cm 


L. E. Tritschler, Manager. T. E. Roberts, Manager. 
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Left to right: H. B. Wittenberg, auditor; C. O. Ousdahl, cashier; T. R. Richards, controller; M. Carlson; R. A. Macdonald, operating vice-president 


A first step has been to centralize operations under a four-man team, 


shown here with Mr. Carlson 


REPAIRING THE LEAKY FAUCETS 











DANK INCOME amd KAPEASE 


To counteract rising costs, Mr. Carlson’s bank has 
revised pre-war price tags and revamped operations 


“*At present, perhaps you may 
think yourself in thriving cir- 
cumstances and that you can 
bear a little extravagance with- 
out injury; however, gain may 
be temporary and uncertain, but 
every while you live, Expense is 
constant and certain, and ’tis 
easier to build two chimneys 
than to keep one in fuel.’’ — Poor 
Richard’s Almanac. 


EVER was this homely advice of 

Benjamin Franklin more timely. 

It is true that bank income has 

expanded and satisfactory net profits 
have been maintained. But — 
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By 


MAXWELL CARLSON 
President, The National Bank of Com- 
merce of Seattle, Seattle 11, 
Washington 


To put a depositor’s dollar to work 
costs almost 40 per cent more today 
than it did three years ago. Latest 
published figures of the Federal De- 
posit Insurance Corporation show that 
the average operating expenses of 
insured commercial banks, expressed in 
terms of total assets, increased 27.6 
per cent during the two years of 1946 
and 1947. Another 10 per cent ad- 
vance is indicated for 1948. 


Increased salaries, expansion and 
modernization of banking quarters, 
deferred maintenance, soaring prices 
for many things a bank buys all add up 
to a high break-even point. Further- 
more, higher reserve requirements, 
restrictions on lending activities and 
the present trend toward a leveling off 
in business expansion all point toward 
a lower gross income for banks in 1949. 
Such conditions require a searching 
analysis of its operations by each bank 
to find means of controlling costs. 

In general, there are two methods 
of attacking the problem of satisfac- 
tory profits, which means satisfactory 
operations. One is a careful survey to 
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ensure that all sources of revenue are 
being properly developed. The second 
involves intelligent and efficient con- 
trol of costs. 

Such a twofold attack on the prob- 
lem has been in progress at the Na- 
tional Bank of Commerce for some 
time. In many ways our problem is a 
cross section of the problems of banks 
generally. Our 29 offices in the State 
of Washington are located in communi- 
ties of widely varying sizes, from towns 
of a few hundred people to the City of 
Seattle with more than half a million. 
Office personnel runs from less than 
half a dozen in one location to several 
hundred in our main office. 

Our situation also is probably more 
representative of banks generally than 
in some branch organizations, because 
of a tradition of maximum local auton- 
omy for each office. Policies are estab- 
lished after family-type consultation 
with branch managers, whose opinions 
and suggestions command respect and 
are always welcomed. 

Semiannual branch managers’ meet- 
ings have become an important feature 
in helping cement closely-knit relations 
throughout the organization. Discus- 





sions at the managers’ meeting last 
March set in motion a program to bring 
all schedules of charges in balance with 
increased costs of providing bank 
services. With this background, the 
adjustments were made in a few 
months with a minimum of inter- 
office correspondence. A _ simplified 
method of calculation which eliminates 
the computation of daily float has 
replaced the long form of analysis on 
individual accounts. 

The achievement might be con- 
sidered more notable because no 
changes had been made in. service 
charges on individual accounts since 
1941. Safe deposit rentals had been 
static even longer. The survey covered 
all miscellaneous charges, including 
collection fees, exchange, safekeeping 
income, return check, overdraft. and 
other charges. Many items seemed 
trivial, but taken collectively the 
adjustments will contribute substan- 
tially toward offsetting increased oper- 
ating costs. 

We found certain sources of income 
had been neglected, more at some 
branches than at others. It was evi- 
dent to all of us that we had far too 














Trainees in action under a revamped program which is aimed directly at the 
high cost of inefficiency and staff turnover 


Some specific steps by which National Bank of Commerce seeks to combat the national trend of 





many outmoded pre-war price tags on 
our services, and that revisions were 
in order. Increased balances have re- 
sulted in some cases from placing be- 
fore customers the facts with regard 
to the value of services rendered them. 

An increase of 28.7 per cent in 
operating income from service and mis- 
cellaneous charges during the first nine 
months of 1948 has been the net result. 
Even so, adjustments in the sales price 
of our bank services have been less 
than the average increase in operating 
costs during the last several years. 

Ranking at least equally with con- 
sideration of income sources are proper 
controls on costs. Our present think- 
ing is that a safe margin between in- 
come and costs can be assured only 
through constant, unified and con- 
tinuing effort to achieve maximum 
efficiency in operations. We have no 
easy or quick answer. Our entire 
organization is attacking the problem, 
with its many ramifications. 

More than a year ago we started by 
recognizing frankly that our bank had 
outgrown its administrative organiza- 
tion. Too much was expected of too 
few. We had experienced a deposit 
growth of over 1,400 per cent in 20 
years, more than 250 per cent in the 
last seven years. At the first hurdle 
we accepted the fact that more adminis- 
trative specialization would be neces- 
sary to accomplish our objective. We 
then prepared a complete schedule of 
operating functions. 

A special committee meeting with 
the president emerged with a setup 
that shortened lines of authority by 
establishing four divisional heads, the 
operating vice-president, cashier, con- 
troller and auditor. To each was 
delegated independent authority over 
a certain section of operations. As- 
signments were logically fitted to the 
specialized knowledge and abilities of 
the four men. 


Branch manager meetings with head office executives have emphasized income and operating adjustments 
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The operating divisions have been expanded, and key assistants selected for cost-cutting studies 


Helping maintain a close relation- 
ship within the group is the physical 
location of the operating departments, 
in proximity to each other in one sec- 
tion of the head office. This facilitates 
informal conferences among the four 
divisional heads, who also comprise 
the bank’s operating committee. The 
members meet largely for stock taking, 
exchange of information and in an 
advisory capacity to the president on 
policy matters rather than to formu- 
late fixed rules and regulations. 

Our experience has been that maxi- 
mum local responsibility develops 
leadership more rapidly than when the 
emphasis is on centralization. Thus, 
I consider it a most important part of 
my job to keep in close contact with 
all bank activities of any importance 


through frequent conversations with 
my associates. This includes. personal 
calls on branches as well as visits of 
their staff men to us at head office. 
Such procedure, through its informal- 
ity, has proved effective in stimulating 
two-way channels of information and 
advice. 


T°? make our operational machine 

function more effectively, several 
key assistants for divisional heads were 
selected from our own staff. 

An assistant branch manager with 
natural ability in training people was 
promoted to branch personnel adminis- 
tration and assigned to develop and 
supervise an employee training school. 
Centralized purchasing is fully in effect 
for all equipment and standard forms, 


nearly 40 per cent boost in bank costs in three years 


Many economies have come from this committee on forms: A. J. Koeppe, research; R. C. Moore, 


purchasing; Vice-president R. A. Macdonald 
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and a purchasing agent now devotes a 
major portion of his time to means of 
reducing costs of supplies and equip- 
ment. A former member of the audit- 
ing department works exclusively on 
review and development of better 
forms and procedures. A certified 
public accountant was appointed to 
assist the controller in the preparation 
of cost studies, expense and income 
analyses, tax returns, and reports to 
management. 

As a counterpart to operational re- 
building at the top, establishment of 
the training school represented a 
fundamental step toward building 
solidly from the bottom. Our plan 
differs from those of some in that the 
trainees work with actual bank records 
and handle real money transactions — 
soon earning their salt. From a long 
range standpoint, the program strikes 
at the heart of the high cost of in- 
efficiency and staff turnover, lack of 
knowledge, and misdirection of em- 
ployees in fundamentals. Proper train- 
ing at the outset will eliminate costly 
errors later. 

The program is made a part of daily 
operations of our University Branch 
which was chosen because of its ideal 
size and facilities, its suburban location 
adjacent to the University of Washing- 
ton, and its daily coverage of all phases 
of banking activity. Here the trainee 
actually sees how each operation dove- 
tails into the whole banking structure. 

A primary objective of our personnel 
director was the correction of the 
process of the “blind leading the 
blind.”” As bankers know, the training 
of a new ‘staff member too often has 
been delegated to the employee who is 
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This 30-minute film story filis a training 
and public relations need 


1 Screenplay Dramatizes 


AMERICA 


NUMBER of years ago when we 

produced our first sound slide 

film, a film for training our people 
in the proper use of the telephone, we 
did not foresee a motion picture drama- 
lizing the story of banking as a part of 
our educational film library. 

Today such a motion picture is a 
reality. It contributes an inspirational 
note to its three sound slide film pred- 
ecessors and to much other visual 
training material we use. 

While the sound slide films, we feel, 
are basic to our educational and train- 
ing objectives—the second slide film 
being devoted to developing mana- 
gerial talent in the bank and the third 
having to do with pointing up the 
importance of good customer relations 
—the new movie goes a step beyond 
these “‘know-how” presentations and 
brings out, in 30 minutes, the “know 
why” in banking. 

Titled ‘“‘Back of Every Promise .. . 
a Film Story of Commercial Banking,” 
the movie shows in word as well as 
picture the interrelation of jobs in a 
bank; the interrelation of various de- 
partments; the interrelation of banks 
in the correspondent banking system, 


A letter from Sweden. . . 
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Second Vice-president, Continental 
Illinois National Bank and Trust 
Company of Chicago, 
and head of the bank’s Education and 
Training Division 


domestic and foreign; and finally the 
dependence of business and people 
everywhere on banking services quickly 
and accurately performed. 

This marshaling of the simple facts 
of banking —the explanation of what 
it is, what it does, and how it responds 
to the needs of American enterprise — 
is given by a country banker to a cus- 
tomer for whom he had just performed 
the “‘miracle” of transferring money 
from this country to Stockholm in a 
day. 

As the country banker unfolds the 
story to his customer and the audience, 
he lifts the veil of mystery from the 
various operations that take place in 
banks daily and shows that all these 
things are done to consummate finan- 
cial transactions of business men, pro- 


-. an urgent need to transfer funds 








NING 


fessional people, men and women in 
all walks of life. By his forthright and 
matter-of-fact discourse the country 
banker dispels the timid attitude some 
people have toward banks. He points 
out in simple, homely terms that bank- 
ing is people—people on one side of 
every transaction who need banking 
services and people on the other side 
who can give them. 

The major purpose of this drama- 
lized screen play of what banking 
does for people and industry is to 
inspire those in the banking system 
who make banking services possible. 
It is a film that grew out of the educa- 
tional needs of our bank. Material 
for this picture was gathered through 
discussions over a three-year period 
with people inside and outside of 
banks. It is dedicated to the men and 
women whose competitive and co- 
operative spirit serves American indus- 
try and commerce through a strong 
correspondent banking service. 

We look upon this film as the 
“motivation piece’”’ in our educational 
and training program. Our three sound 
slide films, which have had 1,000 out- 
side showings, and other screen projec- 


In the movie the country banker follows this incident by further explanation of what banking | d 
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Continental Bank has made copies of the film available for showings to employees, other groups 


tion material are in the category of 
method, system, procedure. They 
show the “how”’ of doing by the use of 
film, charts, exhibits, pictures and 
cartoons. 

Our movie, however, shows banking 
in action. It tells the “why” part of 
the over-all story of the banking busi- 
ness. It shows the audience how bank- 
ing transactions originate and it carries 
through to the end result, whether that 
result be the bringing of a farm hand’s 
wife to America, putting coffee on our 
breakfast tables, goods into stores 
conveniently available to people, or 
getting raw material into manufactur- 
ing plants to be processed into things 
we need. 


does for people and industry. A major 
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Our own experience seems to justify 
the conclusion that although every 
person in the bank may be fully 
equipped with knowledge and experi- 
ence to handle his banking job, he is 
likely to give better performance when 
he knows the why of what he is doing — 
when he is motivated by a thorough 
understanding and appreciation of the 
services he makes possible through the 
banking system and his part in it. 

The movie was designed to supply 
that motivation. Although at this 
early stage it has been seen only once 
by all members of our staff, we feel 
that we have a ten-strike. Younger 
people in the bank have said, in effect, 
that they had no idea that the work 


they were doing could be so useful to 
somebody in the next block or to people 
in another State or on the other side 
of the globe. Others, with longer 
experience, have spoken of the film as 
a refresher and some have said that 
the reading of books on banking never 
“packaged” the subject for them so 
neatly and explicitly. 

Since the picture’s first showing oul- 
side the bank, at the Public Relations 
Council meeting at the A. B. A. con- 
vention in Detroit last September, a 
number of bankers and corporation 
officials have requested it to show 
within their own organizations and 
communities. A banker in Florida 
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purpose is to impart a “‘know why’? to bank people 
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Young ex-county agent heads progressive 


plan to aid bank’s farmer-customers 


A Long hange 
FARM LOAN PROGRAM 


URS is a prosperous section of the 
country today, with an immedi- 
ate background of record crops 

and excellent livestock returns. Few 
of our farmer-customers have financial 
problems. 

However, our two-year-old agricul- 
tural loan department has been busy 
doing everything possible to prepare 
the territory for inevitable adjustments 
making for lower prices and a smaller 
profit margin. In the process we have 
not only been buttressing the area’s 
economic future, including our own, 
but we are also making many new 
friends and customers. The program 
we have adopted has attracted broad 
attention and we are glad to describe 
its various phases. 

The idea of setting up a specialized 
agricultural loan department originated 
with Dr. William R. Laird, one of our 
directors, who previously became inter- 
ested through an article in Burroughs 
Clearing House outlining a similar plan 
in a West Coast bank. We decided 


By 


RALPH M. WATSON 
President, 
Northwest Security National Bank, 
Sioux Falls, South Dakota 


that if it were workable for a bank in a 
somewhat comparable position it should 
bring us results, too. The Northwest 
Security National Bank is the largest 
in South Dakota, with six branches 
scattered throughout the state. 

Two of the practical questions con- 
fronting a bank when it decides to 
establish an agricultural loan depart- 
ment are: How should it be set up, 
and what should its functions be? 

We decided to center the depart- 
ment’s activities around a farm loan 
representative, the best one we could 
find. Any good program needs a driv- 
ing force, and we set out in search of 
one shortly after the war ended. We 
wanted a man young enough to be 


active in every agricultural group he 
could join; old enough to have a certain 
judiciousness about him; experienced 
enough to be acquainted with hun- 
dreds of farmers and with farming 
methods. 

We found this man right under our 
noses. He was, at the time we hired 
him, the Minnehaha County agent, 
working out of Sioux Falls. We have 
capitalized on 29-year-old Tony Wes- 
tra’s knowledge and his host of farmer- 
acquaintances. After four years of 
agricultural college, and a_ similar 
period as county agent, Mr. Westra 
joined the bank in September, 1946. 
He was promoted to assistant cashier 
in January, 1948. 

One thing to determine is just what 
percentage of a farm loan representa- 
tive’s time should be spent in actually 
discussing loans and the specific prob- 
lems involved, as compared with the 
multitudinous good will functions. In 
our case I believe about 50 per cent of 
Mr. Westra’s time is devoted to the 
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The agricultural loan department, headed by Assistant Cashier Tony Westra, oi. ‘8 


President Watson and Mr, Westra discuss a new activity 
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Mr. Westra is “‘on the air’’ each Saturday 
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Billboards in each of six branches carry many items of farm news 


good will’ and educational aspects of 
his duties. 

To free Mr. Westra for much of this 
work, the agricultural loan department 
utilizes the services of a secretary. 
Here again, we selected someone with 
a farming background. Miss Lavonne 
Larson handles all correspondence, 
maintains the farm loan records sub- 
mitted by the six branches, keeps a 
running account of every trip made by 
Mr. Westra as dictated after his calls 
on farmer-borrowers, distributes pro- 
motional material, and maintains a 


is helping to improve local farming methods through its many-sided program 


close check on loan payments for Mr. 
Westra’s information prior to each 
tour of the territory. 


WE believe it is important to relieve 

the farm representative of such de- 
tail because we have found, in the past 
two years, that the better known he 
can become the more likely he is to be 
consulted on financial matters. Mr. 
Westra’s contacts with the local Cham- 
ber of Commerce, 4-H Clubs, the Soil 
Conservation Service, Extension Serv- 
ice, the state branch of the American 


A young calf is displayed in the bank lobby each year 


Farm Bureau Federation, and other 
groups has broadened the bank’s 
coverage of our farmers’ needs. 

The list of our farm activities is con- 
stantly increasing. One of the most 
important is the annual Sioux Empire 
Fair, a tri-state event which includes 
exhibits from South Dakota and neigh- 
boring Iowa and Minnesota. Our 
participation has brought us many cus- 
tomers from these latter two states. 
This past year Mr. Westra was direc- 
tor in charge of livestock, and Dr. 
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Monthly newsletter is mailed to many farmers 
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There is an old rule of thumt: 
to store in a big crop year, 
is below the government loan price which means, approximately $1.35 per bushel, If 





It pays to sell early in a short crop year, @ 
Many farmers will want to seal corn if the cash price 
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the open market on corn does not drop very much below the loan rate, farmers with a 
shortage of crib room may well want to consider selling their corn, But if the prif¢ 
discount is too great, good temporary storage may pay well. ‘ 
Normally, sovbeang sell for approximately one and three-fourths times the corn 
price, Your decision to sell or store soybeans at harvest will depend upon what so 
beans are selling for at harvest. Demand for soybean meal may not be as strong as 
last year, We have lots of other feed, a 
LIVEsTOG8 % 
- In normal years, when business conditions are stable, prices drop abou' 
20% from the summer high to the winter low, We can expect lower hog prices this F. 
but not as much as normal because the 1948 Spring pig crop was down 3%. Iowa State 
College "Farm Science" says that "tho winter low spot will come later than usual th 
year - probably after Christmas. There were moro late hogs last Spring and farmers 
may hold back hogs to feed to heavier weights," 
- Many foeders are wondering what sort of a cattle feeding program they 
should work out. Iowa State College "Ferm Science" say, “the risk question is 
mighty important this year; any cattle feeding program looks risky this Fall, Thi 
yoar calves or light yzarlings offer a chance to market foed with the least risk 6 
any cattle feeding program," 
done this Fall, 
for some time, ie, | 
- Milk cow nurbers are now lower than the long-time outlook warrants, 7 
Lower feed costs have mado the dairy situation more favorable. Roughage and dairy 
Sous go band in bend Koon on oung bo demand for dairy cattle should be 


Culling off old cows and off-quality cattle should bo 
Demand for meat is very strong - probably as strong as it will be 





“Ultra contemporary” examples which 
our banks of the future 





presage 


Ideas and Innovations 
In BANK DESIGN 


IHHE bank construction and mod- 

ernization boom, in full swing since 

the end of the war, has recently 
produced some unusually interesting 
examples of advanced design. 

Called as new as tomorrow’s head- 
lines by visiting bankers is the modern- 
ized and enlarged Birmingham (Michi- 
gan) National Bank, which provides 
emphatic proof that latest ideas in 
design are not confined to large city 
institutions. 

Like so many banks of its size 
($13,000,000), the Birmingham Na- 
tional was bursting at the seams in its 
old style quarters which were not 
designed to cope with today’s lobby 
traffic. It formerly had a U-shaped 
counter with high iron-grilled cages. 

The first thing that invariably im- 
presses visitors is the appearance of 
the revamped quarters. Designed by 
the local architectural firm of Swanson 
Associates, there is more than a hint 
of Swedish modern influence in the 
specially designed desks, tables, chairs 
and other furnishings. Virtually all 


HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


one side wall and the rear wall of a 
70-foot addition to the original build- 
ing consists of Thermopane glass, and 
corrugated glass partitions separate 
the officers’ space, president’s office 
and directors’ room. Unpainted brick 
wall sections and light oak in narrow 
paneling contribute to the modern 
atmosphere, which is well captured in 
the illustrations on the adjoining page. 
However, closer study discloses that 
perhaps even more outstanding than 
the inviting open atmosphere and 
appearance of the Birmingham Na- 
tional Bank is the way it has been 
redesigned to facilitate traffic flow 
and to improve operating efficiency. 
While the center front entrance has 
been retained, a wood and glass parti- 
tion just inside the door directs all 


traffic to the lobby side opposite the 
teller windows. Customers bound for 
the loan officers’ desks in the rear addi- 
tion, or the safe deposit vault now 
located in the basement, automatically 
travel along the side wall directly to 
their destinations, and do not inter- 
fere with the lobby lines or with indi- 
viduals at the check counters. An 
information girl, who also serves as 
switchboard operator, is strategically 
placed near the front entrance to help 
direct traffic and keep strangers from 
wandering aimlessly through the 
lobby. 

Moving officers’ desks to the new 
addition has of course provided much 
extra space in the lobby. There are 
now four check counters instead of 
one, eliminating a previous source of 
congestion. In place of three com- 
mercial cages there are now five. A 
collection window has been opened, 
along with a counter at the rear for 
handling statements, bond redemp- 
tions, bank money orders and loan 
payments. Formerly many of these 


Looking like something out of architectural “‘dream sketches,”’ yet full of practical features 


Exterior and second floor of the $1,000,000 Euclid Avenue branch. Central National Bank of Cleveland 
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Remodeled lobby, and newly constructed officers’ space beyond, Birmingham (Michigan) National Bank 


Emphatic evidence that ultra-modern design is not confined to the large-city banks 


transactions were handled at the regu- 
lar commercial and savings windows, 
and their segregation elsewhere has 
helped to speed up the serving of 
deposit customers. 

Design of the teller cages has also 
enhanced efficiency. Extremely com- 
pact, the commercial cages each meas- 
ure five feet two inches wide and six 
feet deep, and the work counter is 
only 40 inches high. Surmounting the 
top ledge are glass partitions 61 inches 
above the floor, making it difficult for 
even tall individuals to reach over. 
The glass deal plate is only 14 inches 
wide, in place of the usual 17 or 18 
inches. 


Equipment for the teller is unusually 
complete. He is assisted by an auto- 
matic cashier with coin receptacle 
arm, a commercial teller’s machine, 
and individual telephone. He also has 
a Diebold Cashgard, located just at 
his left; this has a top cash drawer 
which he leaves open while working, 
and a compartment under combina- 
tion lock below for his surplus cash. 
Each teller also has an individual com- 
partment under combination lock in 
the lobby vault, for overnight storage 
of cash. There is a lock-protected 
shelf for wrapped coin directly in front 
of the teller, for easy access. Also 
there are ample shelves for supplies. 


Clean-cut styling in executive quarters, Birmingham National Bank 


President H. H. Gardner’s office 





Interestingly appointed directora’ room 





At the back of each cage is an open 
retainer for deposit and checks, to be 
picked up by the distribution depart- 
ment without interfering with the teller. 

The safe deposit vault, formerly on 
the first floor, was a bad source of 
lobby congestion and it has been moved 
to the basement. Here the vault 
capacity has been more than doubled, 
to 5,800 boxes, and coupon booths 
have been increased from four to eight. 
The walls have been decorated in a 
warm rose shade, eliminating any 
‘“‘prison”” atmosphere. The signature 
file has been recessed in the wall. 

Further adding to work efficiency is 
the new bookkeeping room, also located 
in the basement. Formerly this oper- 
ation was handled in a room in an 
adjoining building. A feature of the 
new bookkeeping quarters is the area- 
way along the rear wall, which has 
permitted the installation of large 
Thermopane glass windows that pro- 
vide natural light, supplementing flu- 
orescent illumination. 

As a result of the space addition and 
the careful design, President H. H. 
Gardner and Cashier H. C. Carlson 
both testify that even on Saturday 
mornings and other busy days there 
is no hint of the former overcrowding 
and congestion. Moreover, the addi- 
tion has been so constructed that..a 
second and third floor can be added, 
when further expansion becomes. essen- 
tial. The entire project represents an 


_ expenditure of approximately $214,000, 


Also “ultra contemporary” is_ the 
new Euclid Avenue branch of the 
Central National Bank of Cleveland, 
which took a year to construct and 
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Emphasis on customer privacy is keynote of Midland (Michigan) National Bank’s interior design 


cost $1,000,000. Hinting of the many 
newsworthy interior features is’ the 
striking exterior facade of red granite, 
with the bank’s name fashioned in 
massive letters of stainless steel and a 
giant clock of the same material, plus 
a 20-foot span of Herculite glass doors 
and a huge section of Solex heat- 
absorbing plate glass. 

Inside, electric stairways provide 
easy access to the second floor, where 
the commercial windows and the loan 
departments are located. The savings 
windows are on the ground floor. 

Illumination is achieved principally 
by the latest type of Louverall ceiling 
lighting, modeled after the exclusive 
installation of this type in the Security 


Euclid Avenue branch, Central National Bank 
of Cleveland 


Council Chamber of the United Na- 
tions at Lake Success, New York. It 
consists of a system of parallel rows of 
fluorescent tubes placed two feet apart, 
and extending the full length of the 
first and second floor lobbies. ‘“Egg- 
crate” fixtures suspended below the 
tubes eliminate glare, diffuse the light 
and create the effect of “ceilings of 
light.”” Recessed spotlights focus addi- 
tional illumination on officers’ and 
tellers’ desks. The combination pro- 
duces 65-foot candles over the lobbies 
and 75-foot candles over working areas. 

In many instances, the fixtures and 
equipment were specially designed for 
the new branch. Carpeted areas are 
covered with a carpet designed and 


woven for the bank’s exclusive use in 
Cleveland; the construction and yarns 
used produce a luxury weave which 
also meets the exacting needs of public 
traffic. 

“Eye comfort” finish on the desks 
was obtained by a special filler and 
sealer and hand rubbed lacquer. A 
feature of the interview desks is an 
overhang, resulting from the elimina- 
tion of one pedestal of drawers; this 
permits customers to “get their feet 
under the table” while conversing or 
signing papers. 

Entrance to the safe deposit depart- 
ment is through a specially developed 
grille of original and unusual design. 
Safe deposit and cash vaults are con- 


Heavy lobby traffic and deposit activity have focused attention on cage design| ” 


Commercial National Bank, Pontiac, Michigan 
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Circular counter features Grant Building office, Peoples First National Bank & Trust Co., Pittsburgh 


structed as one unit, separated by a 
steel liner and provided with an escape 
latch between, providing access to 
either. In addition to forced draft 
ventilation, vaults have emergency 
devices providing space for a clear 
opening to see and talk through. 

Also looking like something coming 
out of architectural “‘dream sketches” 
is the banking room of Midland Na- 
tional Bank, located at Midland, 
Michigan, home of the Dow Chemical 
Company. 

Emphasis on customer privacy in 


all transactions is an outstanding fea-° 


ture of Architect Alden B. Dow’s 
design. In place of the usual open 
check desks, nine secluded booths are 


Dexter and Broad Street branch, Peoples National 
Bank of Washington, Seattle 


provided for filling out deposit slips 
or endorsing checks. Similarly, pri- 
vacy is assured at the tellers’ counter, 
where triangular partitions surmounted 
with potted plants extend out from 
the counter to separate the six win- 
dows. For customers desiring to dis- 
cuss loans, seclusion is obtained by 
a brick wall which separates the 
lobby from the office of Arthur B. 
Reeves, executive vice-president. En- 
closed booths in a room off the lobby 
provide privacy for safe deposit pat- 
rons. 

The bank interior is trimmed in 
natural wood, including heavy wooden 
beams overhead which conceal fluores- 
cent tubing. 


that facilitates the handling of teller transactions more quickly and easily 


On the ground floor of a Pittsburgh 
skyscraper is another advanced concept 
in bank architecture. It is the new 
Grant Building office of Peoples First 
National Bank & Trust Company, 
with an eye-catching circular counter 
that is unusually attractive. The 
counter follows the same curved pat- 
tern as the recessed ceiling, which con- 
ceals indirect lighting. The fluted 
paneling and decorative tellers’ wickets 
are of aluminum but have a perma- 
nent gold finish, thanks to a new aniline 
dye process used commercially for the 
first time. Below a narrow marble 
ledge, the counter is covered with pig- 
skin leather trimmed with carved 
natural wood. 


Boise branch, First Security Bank of Idaho, N. A. 
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The heavily carpeted floor, together 
with the azure blue and beige walls, 
create a restful and quiet atmosphere 
in the branch. The check desks, as 
well as the artistic railing setting off 
the officers’ quarters, are of blonde 
grained wood in pleasant contrast to 
the rich maroon carpet. 

Considerable design attention has 
been focused upon teller facilities in 
the newer banks, in view of the heavy 


lobby traffic and deposit activity now 
being experienced. 

One trend has been toward the use 
of roll-top units, which can be closed 
and automatically locked to protect 
cash and other valuables when tellers 
leave their posts. 

This type of construction has been 
used by the new drive-in branch of the 
First Security Bank of Idaho, N. A., 
at Boise. Its 40-foot tellers’ counter 




















Arcadia branch, Citizens Bank of Monrovia, California 


From the extremely modern to the ultimate in “homey’’ atmosphere 
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in the lobby is made so that a teller, 
by closing the roll-top, can by one 
operation lock his working counter, 
cash drawer and supply cabinet. The 
counter is 41 inches in height and is 
equipped with high deal plates 10 
inches above the counter. There are 
no wickets nor any glass between 
tellers and customers. 

The roll-top idea has also been 
utilized for the Euclid Avenue office 
of Central National Bank in Cleveland. 
The “friendly type” counters have a 
formica top with small circular de- 
pressions which constitute convenient 
change receptacles. Window signs of 
end-lighted glass provide quick identi- 
fication and are attractively modern. 

At the new Dexter and Broad Street 
branch of Peoples National Bank of 
Washington, Seattle, special emphasis 
was placed on cage design which facili- 
tates fast and convenient operations 
by the tellers. For instance, all drawers 
operate on roller bearings. Each cage 
is so compact and well-arranged that 
it is not necessary for a teller to move 
from a standing position to make 
change, operate machine equipment 
or use the telephone. Incidentally, 
usable lobby space in the branch was 
increased materially by placing the 
check desks on either side of the en- 
trance door instead of in the center of 
the lobby. 


ROBABLY few banks have made as 

extensive a study of teller cage design 
as did the Commercial National Bank 
of Pontiac, Michigan, before embark- 
ing on a remodeling program. Vice- 
president R. R. Eldred and L. J. 
Heenan, the architect, visited a num- 
ber of banks in different parts of the 
country, gleaning ideas that would be 
applicable. As a result, the bank has 
evolved a design which has two pri- 
mary advantages: 1. The cages com- 
bine visibility with protection. Mr. 
Eldred feels that too frequently one 
of these attributes has been sacrificed 
to achieve the other. 2. Cage size has 
been reduced to a minimum, increasing 
efficiency and also the amount of 
public lobby space. 

The teller wicket arrangement over- 
comes what the bank’s management 
regards as disadvantages of other 
designs. Mr. Eldred points out: “High 
counters provide protection but do not 
permit the customer to watch the 
teller count out cash. Thus the teller 
has to repeat the operation on top of 
the counter, or the customer lingers 
at the window to do so himself. An- 
other type of teller cage has a clear 
opening cut into the high counters. 
but this does not provide protection. 
reduces the amount of work space 
available at the window, and hampers 
the use of mechanical equipment there. 

“Our old arrangement had a high 
glass front which afforded full protec- 
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Bank Building and Equipment Corporation of America 
Staff lounge and recreation room adjoining cafeteria, Mercantile-Commerce Bank & Trust Co., St. Louis 


Improvement of employee facilities has become a “‘must’’ with personnel-minded management 


tion to the teller, but many customers 
complained about the lack of privacy 
in that others in the line could witness 
the transactions,” Mr. Eldred ex- 
plains. “The new counter has a 
heavy glass insert on top, at the 
window, and below is a modern grille 
opening. The customer immediately 
being served, and only he, can see the 
teller handling the transactions. Thus 
the teller or customer does not have 
to recount cash.” 
Other means have also been adopted 
to speed lobby traffic, which is ex- 
tremely heavy at times. At one side 
of the cage a small hinged shelf, which 
can be dropped down when not in use, 
provides space for prepackaged cur- 
rency trays that are utilized during 
rush hours. A theater-type arm ex- Bank Building and Equipment Corporation of America 
tending from the automatic cashier Powder room, Boatmen’s National Bank, St. Louis 
— oak tas aaa canis” sailed Customer facilities have become more elaborate 
back two and a half feet on each side, 
to create more lobby space, the tellers 
have more counter work space than 
before. The original cage units meas- 
ured 10 feet 6 inches wide and 7 feet 
10 inches deep, two wickets to a cage. 
Each teller now has his own individual 
cage, with single wicket, and the over- 
all dimension is 5 feet in width and 
5 feet 4 inches in depth. The teller 
has 15 square feet of work counter 
space, plus the drop shelf measuring 
two square feet. The commercial teller 
can stand in one spot and reach every- 
thing needed in his operation. Since 
the bank’s vault is located in the base- 
ment, individual cash busses located 
immediately behind the cages have 
been provided for the tellers, for con- ee 
venient safekeeping of surplus cash. a oe 
At night the busses are readily moved Community room, Glendale office, Valley National Bank in Arizona 
to the vault. 


See IDEAS AND INNOVATIONS—Page 63 Public relations, also, has not been forgotten 
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They shift at midnight 


Long after the regular banking day is over, the 
lights still burn in our Transit Department. A staff 
is on duty all night, for the Department operates 
24 hours a day — clearing transit items with speed 
and efficiency. 

Our Correspondent Banks find this service espe- 
cially helpful — particularly the speed of our check 
collections. We are one of the nation’s largest 
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users of air mail for check collection purposes. 

All of the services we offer Correspondents — and 
the list is a complete one — are given in a friendly, 
personalized way. If you'd like to know more about 
them, drop us a line at our 15th and Chestnut Streets 
office. Or stop in for a visit when you're in town. 
We'll be glad to sit down informally and talk over 
the ways we can help you. 


THE 
PENNSYLVANIA 
COMPANY 


for Banking and Trusts 
FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 



































WASHINGTON VIEWPOINT 








The 1949 Outlook 


Secretary of the Treasury John W. 
Snyder believes that the nation is due 
for continued prosperity in 1949. His 
views are shared by the President’s 
Council of Economic Advisers, and 
the Federal Reserve Board. 

“Our economy is at present in a 
basically sound condition, and shows 
encouraging signs of stability in the 
vicinity of the present high levels,” 
Secretary Snyder declared recently, 
and added: 

“There is today no strong evidence 
of overbuying by consumers, nor of 
overexpansion by industry. And con- 
sumer demand on the whole is still for 
these times healthily unsatisfied, and 
capacity in many lines is still inade- 
quate. 

“The fact that our present economic 
levels are much higher than before the 
war is no reason for doubting that they 
can be maintained. The new record 
levels established in the mid-twenties, 
exceeding the peaks reached in World 
War I, unquestionably seemed exces- 
sive to many at the time. Now we 
have 25,000,000 more people than we 
had in 1929. We are definitely in a 
growing economy, and previous stand- 
ards cannot be used to measure our 
present prospects.” 

The Secretary’s views are shared by 
the Federal Reserve Board. Ina radio 
address M. S. Szymczak, member of 
the Board of Governors of the Federal 
Reserve System, pointed to the record 
employment and spreading wage in- 
creases. 

Mr. Szymcezak said that inflation is 
on the wane, preparing the nation’s 
economy for a solid foundation to con- 
tinue at present high levels. 

“First,” he said, “both retail and 
wholesale prices on the average are 
somewhat lower than they were at the 
peak last August. Second, the supply 
of many goods is now in better balance 
with demand at current prices than at 
any time since before the war. Third, 
the big harvest of this year has re- 
sulted in reduced prices of such basic 
crops as wheat, corn, and cotton, which 
are now down close to the levels sup- 
ported by our government; also im- 
portant is the fact that the agricultural 
situation abroad has improved.” 

Governor Szymczak emphasized the 
slackening in the volume of additional 
bank credit extended to all types of 
customers. 
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By N. P. GREGORY, 


Washington Correspondent 


Closely tied up with the prospects of 
continued prosperity is the fiscal policy 
pursued by the Federal Government. 
A development of considerable signifi- 
cance in recent weeks was the abrupt 
end of the selling wave of Treasury 
long-term securities. 

The end of the selling gave the 
Federal Reserve Board an opportunity 
to dispose of some of the long-term 
bonds it was forced to acquire in 
accordance with its policy of pegging 
the price for long-term issues. 

The change in sentiment sent govern- 
ment bonds at times above the support 
levels and the Federal Reserve Board, 
which had purchased almost $5,000,- 
000,000 of long-term issues between 
June 23 through the middle of Novem- 
ber, found it possible to dispose of 
small sums of the acquired bonds. 

Mr. Snyder, as well as the Reserve 
Board, remained steadfast in their 
determination to support government 
securities in an effort to keep interest 


rates at current levels. The selling in 
governments ended with the Treas- 
ury’s announcement that a large 
refunding operation would be con- 
ducted at the 1% per cent level for 
one year certificates and notes. 

The market had expected an in- 
crease in the one-year rate to 1%% per 
cent. 

Another important development was 
the rejection by the Life Insurance 
Association of America of a resolution 
offered by Thomas I. Parkinson, presi- 
dent of the Equitable Life Assurance 
Society, criticizing the government’s 
fiscal policy. 

‘Mr. Parkinson had demanded an 
end to pegged prices for long-term 
government bonds. 

Some insight on what the Treasury 
and the Reserve Board intend to do 
about interest rates is expected after 
the President sends his budget mes- 
sage to Congress. 

If the Treasury can see a surplus in 
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By definition, an attractive sign is one which 
attracts attention. Bankette specializes in the design 
of attractive, dignified, edge-illuminated glass signs 


for banks. 


When you build or remodel banking quarters, re- 
member that since 1925 this company has been a 
leader in the field of modern signs... for both direc- 
tional and advertising purposes. 


Write for our booklet 


“Light the Way to Efficient Operations” 
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1950, interest rates will not be in- 
creased. It is generally believed that 
current levels will be maintained as 
long as it is possible. 

Mr. Snyder and Chairman Thomas 
B. McCabe of the Federal Reserve 
Board are in accord on fiscal policy. 
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Legislative Program — 

President Truman’s re-election will 
not precipitate a flood of stringent 
banking or credit legislation. At least 
that is the word that is being passed 
out by White House sources in an 
effort to allay fears of business. 

On at least two occasions Alben W. 
Barkley, incoming vice-president, has 
stated that oppressive legislation is not 
being prepared for the 81st session of 
Congress which convenes this month. 

An insight of what is expected was 
Mr. Truman’s appointment of Dr. 
Edwin G. Nourse, head of the Council 
of Economic Advisers, to co-ordinate 
the Administration’s anti-inflation pro- 
gram. Mr. Nourse has prepared legis- 
lation embodying the economic tenets 
of the Democratic Party included in 
the convention platform and outlined 
in numerous speeches made by the 
President during his campaign. 

Primarily these include price con- 





trols, higher wages and the controver- 
sial excess profits tax. 

Generally, these are the outstanding 
issues facing business. However, from 
a banking and credit standpoint, 
bankers may expect that the Federal 
Reserve Board, backed by Mr. Tru- 
man, will urge Congress to continue 
present credit controls. 

Credit controls expire June 30, un- 
less renewed. The present emergency 
law makes possible installment credit 
controls and the increase in Federal 
Reserve Requirements, the first of 
which went into effect last September. 

Congressional and fiscal sources be- 
lieve that very few of the banking bills 
which died in the 80th Congress will 
be renewed for enactment. Some of 
these bills are: 

1. A bill facilitating conversion of 
national banks into state banks. This 
measure had the support of the Treas- 
ury. If it is reintroduced hearings 
must be conducted on the measure by 
the House and Senate Banking and 
Currency Committees. 

2. The right of national banks to 
trade in the bonds of the International 
Bank for Reconstruction and Develop- 
ment. The measure had the support 
of the Treasury and it is expected that 
it will be reintroduced, since the World 
Bank is anxious to have it passed. 

3. Reduction of postal savings inter- 
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e Safe, spendable everywhere 


e Prompt refund if lost or 
stolen, uncountersigned 


e Good until used 
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® Build customer good-will 


HEAD OFFICE 55 WALL STREET, NEW YORK 15, N.Y. 


Will he be the man on the left, 


whose cash was stolen? 


Or the man on the right, who 
bought NCB Travelers Checks? 


Make sure your customer is 


always on the right side of the 


travel picture. Sell him... 


NCB 
TRAVELERS CHECKS 
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Member Federal Deposit Insurance Corporation 
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Watch for our advertising cam- 





paign in national magazines and 
newspapers. Write for details. 


THE NATIONAL CITY BANK OF NEW YORK 
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Certain people. sometimes , 


I’m just worn out... Directors’ Day in 
our office again... Didn’t I tell you? 

Comes every six months. The directors 
are mostly from Richmond. They meet all 
morning, and after lunch they visit the 
departments, sort of like a reception. 

My favorite directors are Mr. Finnald 
and Mr. Otherry—the darlingest little old 
men! They retired years ago, but are 
interested in just about everything .. . and 
they always remember names! 

Right off they noticed the new postage 
meter. ‘And who steps up and takes credit 
for it but Mr. Big-Il-Am Smithers. They 
say his wife is kin to some big stockholder. 
He’s the Assistant Office Manager, but 
manages to play contract at that Club 
every day!...And I practically nagged 
him for weeks to put in a postage meter. 
The man simply sickens me! 


Wet, Mr. Finnald wants to see how 
the meter works. And our Assistant Office 
Manager fumbles around ...and pretty 
soon it’s as plain as day. that he doesn’t 
know any more about it than a month-old 
baby! Never saw a man so fussed!... 
Then I stepped up. 

“I guess Mr. Smithers has been much 
too busy with more important things than 
this little old machine,” I said, smiling at 
him just as sweetly as if I liked him! 

First thing, I said, there wasn’t a single 
little old icky paper stamp left in the office 
that you had to keep locked up in a little 
old tin box . . . and we’re all through with 
that unsanitary lickin’ and stickin’ stamps 
and envelopes. 

The postoffice, I explained, just sets the 
meter for as much postage as we want to 
buy at any time. And in the meter, the 
postage is absolutely safe, can’t get lost, 
borrowed or stuck together. 


Next I showed them the little levers you 
set to get any amount of stamp for any 
kind of letter mail. Then I fed a letter into 
the meter, turned the handle—and’ out it 
came with meter stamp, postmark, and a 
little'ad for the company and the envelope 
flap sealed up, too. 
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I pointed out the little windows that 
tell how much postage has been used up 
and what’s still on hand... mentioned 
that metered mail didn’t have to be 
cancelled in the postoffice ...And since 
we got the meter, nobody’d stayed after 
hours to tend to the mail—not even when 
monthly statements run extra heavy. 

Well, Mr. Finnald and Mr. Otherry 
were just as pleased, and put a few letters 
through the meter themselves. Then they 
congratulated me on my “very excellent 
exposition” —imagine! And shook hands! 


© 


CHI cervlatily be sickening!” 





As they left I heard the Assistant Office 
Manager tell them I was one of his brighter 
girls... Certain people, sometimes, can 
certainly be sickening! 


Tue convenience of the postage meter 
wins thousands of new users—large and 
small—to metered mailing every year... 
If you'd like to know how a postage meter 
can save time, trouble and money in your 
bank ...call or write for illustrated booklet 
...and PB’s new postal rate chart, complete 
with all changes . . . yours for the asking! 


PrTNEY-BOweES Fosiage Meter 


ao 
— 
(rs) PITNEY-BOWES, Inc., 3171 Pacific St., Stamford, Conn. ... Originators of Metered 
Mail. Largest makers of mailing machines. Branches in 93 cities in the United States and Canada, 

















JIN WRAPPERS 


The stock is Kraft, 100% Spruce — the 
strongest made. Gives coins greater pro- 
tection as actual tests prove. Imprinting 
indicia in colors, figures, and letters pro- 
vides triple identification to every package, 
thus increases legibility, speed in handling, 
ond greater accuracy. Tapered edges and 
ae straight edges. Packed 1,000 in 
@ box. 


FREE SAMPLES — Write Today, Dept. B 
The C. lL. DOWNEY Company 


HANNIBAL MISSOURI 


Worlds Largest Mfrs. of Coin Wrappers, 














NOW! SPEED-UP YOUR 
CHECK-CASHING 100% 


Let the Fas-Cash System double your 
check-cashing capacity! ‘ 


This proved system enables any of your 
tellers to cash a check in as little as 5 
seconds ... up to 500 checks an hour. 
What Fas-Cash has done for other lead- 
ing banks it can do for yours. 


SEND COUPON BELOW NOW! 


FAS-CASH SYSTEM, INCORPORATED 
Dept. BU-11, 112 Madison Avenue 
Detroit 26, Michigan 


Rush details and free folder on Fas-Cash System. 


Name 





Bank 





Address. 





City. State. 
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est made little progress even - with 
Treasury support. Enactment appears 
dim. 

4. The perennial bank holding com- 
pany legislation will again come up. 
The controversial measure, written 
after extensive consultations with all 
shades of banking opinion, has a 
better chance in the 81st Congress. 
The spotlight on the measure has been 
thrown by the Reserve Board’s current 
hearings on the Transamerica Corpo- 
ration case. 

. o + 


Taxation Sentiment 


Although sentiment in Congress 
leans towards higher taxes, Congres- 
sional leaders are not in agreement on 
the kind of tax increase they favor. 

President Truman has stated that 
he wants an excess profits tax, but he 
has not disclosed what rates he will 
propose, except to hint that he wants 
to take away from corporations a slice 
of about $3,000,000,000 of their earn- 
ings. This is about one-half of the 
sum which the Treasury Department 
collected during the war years on its 
excess profits tax. 

Last year —1948 —corporate profits 
after taxes aggregated about $20,300,- 
000,000. This was 12 per cent higher 
than corporate profits in 1947, about 
three times more than corporate earn- 
ings in 1940 and’2% times larger than 
1929. 

Senator Ralph E. Flanders (R:, Vt.), 
chairman of a joint subcommittee 
which has conducted hearings on the 
question whether corporate earnings 
are too high, is opposed to an excess 
profits tax because he believes that 
such a levy encourages management 
to be wasteful. 

Mr. Flanders has also expressed 
doubt whether a corporate tax increase 
is necessary, but he adds that if the 
Treasury needs additional revenue the 
government should obtain it by in- 
creasing corporate tax rates rather 
than impose an excess profits tax. 

Representative Christian A. Herter 
(R., Mass.) has also come out against 
an excess profits tax. Similar views 
have been voiced by Senator Walter F. 
George (R., Ga.) who is slated to head 
the powerful Senate Finance Commit- 
tee. 

Representative Robert L. Doughton 
(D., N. C.), slated to become chair- 
man of the House Ways and Means 
Committee, has yet to express his 
views on the excess profits proposal 
of the President. 

Corporation executives who have 
testified before the Flanders commit- 
tee have expressed opposition to an 
excess profits levy, contending that 
corporate profits are not excessive. 

William A. Paton, professor of 
accounting and economics at the Uni- 





versity of Michigan, stated before the 
House-Senate joint group that post- 
war profits are not overly high when 
considered in relation to other eco- 
nomic factors. , 

In revising tax laws, Mr. Paton said, 
Congress should permit some changes 
in the accounting procedure used by 
corporations for tax deduction pur- 
poses. He said that corporations 
should be permitted to evaluate the 
replacement cost of materials and 
equipment at the price at the end of 
the tax year, rather than at its pur- 
chase price. 


Aid to Deferred Posting 


Deferred posting is receiving marked 
stimulus this month as the Federal 
Reserve Board’s amendments to Regu- 
lation J go into effect. 

The American Bankers Association 
is following’ up the Reserve Board’s 
action by urging all state bankers 
associations to sponsor enactment of 
legislation in their states that will 
permit banks to adopt the practice of 
deferred posting, according to a letter 
by Hayes Picklesimer, chairman of 
the A. B. A. Committee on State Legis- 
lation. 

Accompanying Mr. Picklesimer’s let- 
ter was a proposed statute which con- 
forms to the amendments to Regula- 
tion J of the Reserve Board. 

Several months ago the A. B. A. 
recommended to the Reserve Board 
that it amend Regulation J, relating 
to the clearing and collection of checks 
by Reserve Banks, in order to author- 
ize procedure for the conditional 
payment of cash items presented by 
Reserve Banks subject to the right of 
a drawee bank to return unpaid items 
for credit or refund on the next busi- 
ness day after their receipt by the 
drawee. 

The recommendation was made in 
the light of the fact that in recent years 
many banks have adopted the practice, 
which has been recognized by the 
enactment of statutes in a number of 
States and by rules adopted by numer- 
ous clearing house associations. 

Last April the Board of Governors 
published in the Federal Register a 
preliminary notice of proposed amend- 
ments to its Regulation J to give effect 
to the procedure recommended by the 
A. B. A. At that time a statement 
also was sent to the 12 Reserve Banks 
dealing with the proposed changes. 

Under the amendments to Regula- 
tion J, the Board contemplates that 
the Reserve Banks will amend their 
operating circulars or letters relating 
to the collection of cash items to con- 
form to the amendments to the Regu- 
lation. 

“In effect,” the Board states, “‘the 
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al When you sell American Express Travelers Cheques 
‘these EXTRA VALUES make friends for your bank 


EXTRA: Your customers can use American Express Travelers 
Cheques almost everywhere. They are the original and by far the 
he + most spendable travelers cheques in the world. 


EXTRA: American Express is carrying out a permanent program 
ars of intensive education, emphasizing that American Express 

ce, Travelers Cheques may be accepted without fear of loss. Hotels, 
the restaurants, gas stations, gift shops, transportation terminals 

of and many other business places all will honor your customers’ 
er- American Express Travelers Cheques. 


ors EXTRA: An American Express Travelers Cheque is a “member- 
— ship card” in America’s foremost travel organization. When your 
ad. customers carry American Express Travelers Cheques on 

lect trips, if they need help in solving their financial problems they 

the can be sure of assistance anywhere in the United States and 

oak ; in principal cities around the world, 
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amendments to the regulation and to 
the operating circulars or letters of the 
Federal Reserve Banks authorize the 
Federal Reserve Banks to accept as 
conditional, payment for checks and 
other cash items made on the day such 
items are received by a drawee bank 
and to permit the drawee bank to re- 
turn items as unpaid, for credit or 
refund, at any time up to midnight 
of the drawee’s next business day fol- 
lowing receipt of and remittance of 
such items.” 

The Board emphasized that adop- 
tion of these amendments does not 
mean that any bank is required to 


follow the practice of delaying the 
return of unpaid cash items; and any 
bank may continue to return unpaid 
cash items with its remittance on the 
day of receipt. 

The Board also pointed out that the 
procedure provided for in these amend- 
ments for the return of unpaid items 
on the day after presentment and 
remittance applies only to checks and 
other items handled by the Reserve 
Banks as “cash items” and does not 
apply to items handled by them as 
“non-cash items” under the Board’s 
Regulation G. 

Last May the A. B. A. transmitted 
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INFORMED ACTION IS THE KEY TO SUCCESSFUL INVESTING 


Send For Year-End Survey 


A quick yet comprehensive survey of the activities 
and influences operating in the bond market as a 
whole—and in each major classification. Gain a better 
understanding of past trends and a basis for future 





yaa acon \ judgment. A reading of this survey will benefit every 
M\ bond investor. Included is a partial list of Halsey, 
Stuart’s offerings in 1948. Upon request, a copy will 
be sent without obligation. Write for leaflet BC-8. 











to members a suggested form of collec- 
tion agreement with depositors, for use 
by banks on deposit tickets, signature 
cards, and the like, in order that the 
banks may be afforded adequate protec- 
tion with respect to the collection items 
in accordance with such conditional 
payment procedure. 
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New VA Regulations 


The Veterans Administration has 
adopted clarifying regulations govern- 
ing the guarantee and insurance of 
veterans’ loans, and also minimum 
construction requirements designed to 
assure veterans that the houses they 
purchase under G. I. loans are of sound 
construction. 

The clarifying regulations pertain 
primarily to the relationship between 
lenders and the VA, and do not 
directly affect veteran-borrowers. The 
amendments are designed to clarify 
this relationship, particularly with re- 


spect to paying or compromising . 


claims in connection with the govern- 
ment’s guarantee of the loan. 

Primary changes define the quality 
of property title acceptable to VA, 
and responsibility for the care of rea} 
estate properties conveyed to VA. 

The new regulations provide, in 
cases of such conveyance to VA, thal 
VA will accept from responsible lenders 
a general warranty deed, or title evi- 
dence customarily accepted locally by 
prudent lenders and informed buyers. 
This will expedite settlement of claims 
and minimize the need for individual 
title examinations. 

A new section provides for supple- 
mental loans, particularly those for 
home modernization, alterations or 
repairs. Other changes are aimed al 
eliminating delays and misunderstand- 
ing in the settlement of claims. 

Minimum construction standards 
apply only to prosposed construction 
for sale to veterans where VA is 
asked to give an appraisal of reason- 
able value before construction begins. 

According to VA, an _ individual 
veteran building a home for his own 
use may disregard the standards if he 
chooses, provided the house meets the 
requirements of the G. I. bill that it 
is “suitable for dwelling purposes” 
and that the cost does not exceed the 
‘reasonable value” as determined by 
VA. However, VA inspection service 
during construction will not be pro- 
vided unless the plans meet the mini- 
mums prescribed. 

The VA has also issued suggested 
guides for site planning and archi- 
tectural design and arrangement of 
such homes. While not mandatory, 
these guides are strongly recommended 
by VA and will be taken into consider- 
ation when new properties are ap- 
praised for G. I. loan purposes. 
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SHOULD | INDORSE 
THIS CHECK 2 








Can you 
give her 


the right: 
answer? 


There are 11 occasions (at least) 

















when it’s unwise to indorse a check... 


How many can you name? 


You will find this newest Hammermill management-idea 
book— ‘“‘Check Indorsements’’—very useful for quick refer- 
ence. It explains concisely the provisions of the Negotiable 
Instruments Act... illustrates many types of check indorse- 
ment, making clear what the indorser’s liabilities and 
responsibilities are. 


Many of your customers will be grateful for copies of this 
practical 24-page summary for their guidance and protection. 


"HIS New FREE BOOK HAS THE ANSWERS, 


JUST MAIL THIS COUPON NOW 
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Hammermill Paper Company, ; 
1503 East Lake Road, Erie, Pennsylvania. R < 
Please send me—FREE—a copy of “CuBCs eons ener niutoit 
I’ll let you know later how many copies we’d like for our cus . 
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THE PERSONALITY SPOTLIGHT 





At the age of 44, Lawrence C, 
Marshall has become president of 
Bank of the Manhattan Company, 
New York City, succeeding F. Abbot 
Goodhue who has reached retire- 
ment age after serving as president 
for 17 years. Graham B. Blaine 
has been named vice-chairman of 
the board. J. Stewart Baker con- 
tinues as board chairman. 

Mr. Marshall came to Bank of the 
Manhattan Company two years ago 
from the United States Trust Com- 
pany of New York. He started his 
banking career in 1925 with the 
American Exchange National Bank 
in New York City and later became 
associated with the stock exchange 
firm of C. D. Halsey & Co. He 
joined the United States Trust Com- 
pany in 1934 and eventually became 
an assistant vice-president in charge 
of the banking department. In 1946 
he was elected a vice-president of 
Bank of the Manhattan Company 
and was assigned to the division 
handling New York City business. 

Mr. Blaine has been a vice-presi- 
dent of the bank. since 1932, and 
previous to that was a vice-president 
of International Acceptance Bank 
whose business was purchased by 
Bank of the Manhattan Company. 
In May, 1947, all of the out-of-town 
business of the bank’s main office at 








GRAHAM B. BLAINE 





LAWRENCE C. MARSHALL 


Promoted to top positions by Bank of the Manhattan Company 


40 Wall Street was placed under 
Mr. Blaine’s general supervision. 
Mr. Goodhue will remain a di- 
rector and will serve as chairman of 
the board’s committee. 
+ 


Philadelphia’s famous old Girard 
Trust Company, 112 years old on its 
last birthday, has a new president. 

Effective December 1 the board 
of managers advanced James E, 


Girard Trust Company, Philadelphia, expands its management team 


GEOFFREY S. SMITH 


_ JAMES E. GOWEN 


J. M. JOHNSTON 
Courtesy Girard Columns 
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Gowen, president since 1939, to 
chairman of the board and elected as 
the new president a 47-year-old 
Philadelphia lawyer, Geoffrey S. 
Smith. Also promoted in a three- 
way expansion of top management 
was Vice-president J. M. Johnston, 
now senior vice-president of the 
bank. 

Some months ago Mr. Gowen 
asked to be relieved of the adminis- 
trative duties of the presidency. 
Only 53 years old, he had headed the 
company since 1939, during which 
time Girard greatly expanded its 
commercial banking business in sup- 
plement to its already large trust 
volume. Mr. Gowen will continue 
to take an active part in manage- 
ment. 

“‘Geoff”” Smith, his successor as 
president, has been a member of 
Girard’s board since 1938. Hecomes 
from the Philadelphia law firm which 
serves as counsel for the bank. Dur- 
ing the war he was a legal advisor to 
the War Production Board and later 
as a captain in the Navy he was 
procurement officer for the Bureau of 
Aeronautics, in charge of the pur- 
chase of all Navy aircraft and service 
equipment. His father, the late 
Edward B. Smith, was founder of the 
investment firm now merged into 
Smith, Barney and Company. 

The third key figure in Girard’s 
managerial reorganization, ‘“‘Max”’ 
Johnston, is a veteran of 32 years 
with the bank. He started as a clerk 
in the transfer department. Since 
1941 he has been vice-president in 
charge of Girard’s trust department 
which administers nearly $1 billion 


43 














of trust assets, including a large share 
of Philadelphia’s famous old fortunes. 
As senior vice-president he will now 
have a voice in helping to shape 
banking as well as trust policies. 


° 


Alex H. Ardrey, vice-president in 
charge of the banking department of 
Bankers Trust Company, New York, 
has been advanced to the newly 
created office of executive vice- 
president. He joined the organiza- 


tion in 1930, as vice-president in 





B. A. TOMPKINS A. H. ARDREY 
charge of the company’s business on 
the West Coast and in the Southwest. 

Another major promotion involves 
B. A. Tompkins, vice-president 
since 1920, who has been designated 
senior vice-president. 


Also announced is the advance- 
ment of F. A. Cochrane from assist- 
ant vice-president to vice-president, 
and the naming of the following 
assistant vice-presidents:  P. 
Arzee, W. F. Finley, W. N. Hart- 
man, J. C. Kennedy and M. E. 
Gevers. 

* 


Succeeding the late William S. 
Rogers, Horace Reed has been 
elected president of the Buffalo Sav- 
ings Bank, Buffalo, New York. Mr. 


Reed, who is also president of the 


Niagara Lithograph Company, has 
been a member of the bank’s execu- 
tive committee for many years and a 
trustee since 1937. He is likewise a 
director of the Manufacturers and 
Traders Trust Company, Buffalo. 
and a member of its executive com- 
mittee. 
s 


New president of Wilmington Trust 
Company, Wilmington, Delaware, 
is George P. Edmonds. He suc- 
ceeds Elwyn Evans, who died re- 
cently as the result of a heart attack 
while enroute to attend the A. B. A. 
convention this Fall. 

Mr. Edmonds is resigning as presi- 
dent of Bond Crown and Cork Com- 
pany, a subsidiary of Continental 
Can Company, and will devote all 








GEORGE P. EDMONDS 


New head, Wilmington Trust 
Company 


his business time to the bank. His 
first connection with Delaware bank- 
ing was in 1936 when he was named 
a director of Union National Bank . 
of Wilmington. Upon its absorption 
by Wilmington Trust in 1943, he 
became a director of the trust com- 
pany and a member of its executive 
committee. He is also a director of 
United States Rubber Company and 
a member of its finance committee. 
Mr. Edmonds is 43 years old. His 
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TRAYS FOR WRAPPED COIN 


. S- 501 HOLDS $ 5.00 PENNIES 


P. O. BOX $3214 











MADE IN THE FOLLOWING NUMBERS : 
501 HOLDS $5. Pennies loose or wrapped 50¢ pkgs. 
$20. Nickels loose or wrapped $2. pkgs. 
$50. Dimes loose or wrapped $5. pkgs. 


No. S- 205 $ 20.00 NICKELS 

No. S-5010 + ‘* $ 50.00 DIMES No. 

No. S- 125 “ $100.00 QUARTERS No. 205 

No. S- 150 ‘“ $100.00 HALVES No. 5010 *‘ 

No. S- 101 * $ 10.00 PENNIES No. 6010 “ 

No. S- 405 i $ 40.00 NICKELS No. 125 “ $100. 
No. S-1010 “* $100.00 DIMES No. 150 ‘* $100. 
No. S- 100 “ $100.00 SILVER DOLLARS No. 100 “ 


Appress: QUALITY PRODUCTS COMPANY 


CHARLOTTE 3, N. C. 


ALL-PURPOSE TRAYS 


ACCOMMODATE BOTH LOOSE AND WRAPPED COINS 


$60. Dimes loose or wrapped $3. pkgs. 


100 Silver Dollars loose or wrapped $10. pkgs. 


arters loose or wrapped $10. pkgs. 
alves loose or wrapped $10. pkgs. 
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wife, the former Natalie Wilson du 
Pont, is a daughter of Lammot du 
Pont. 

* 


After more than 16 years as 
executive vice-president, Jacob Em- 
bry has been elected president of 
the Commercial National Bank of 
Shreveport, Louisiana. He replaces 
Val H. Murrell who recently re- 
signed in order 
to devote full- 
time to his 
duties as presi- 
dentofthe 
Continental- 
American Bank 
and Trust Com- 
pany, Shreve- 
port. Mr. Em- 
bry’s interest in 
banking dates 
back to World JACOB EMBRY 
War I, when he 
acquired control of five country 
banks in Texas. 

He sold these holdings in 1918 and 
became a state bank examiner. Sub- 
sequently he organized the Gulf 
State Bank, Houston, which is now 
the City National Bank. In 1921 he 
became a national bank examiner, a 
position he held until he came to 
Shreveport. Thus he has a well- 
rounded and extensive banking back- 
ground for his new responsibilities. 


e 


One of banking’s most robust 
and colorful figures passed from the 
scene last month, 
as Wiley R. Rey- 
nolds at the age 
of 69 succumbed 
to a weakened 
heart condition 
following three 
years of diminish- 
ing health. Proba- 
bly no onein bank- 

ing plunged into 
WILEY REYNOLDS’ things with more 
energy and enthu- 
siasm than this man who came to 
Palm Beach to retire, but found 
banking ‘‘so much fun’ that he 
organized a $300,000,000 South 
Florida financial empire. His some- 
time spectacular innovations, espe- 
cially at the First National Bank of 
Palm Beach, attracted nationwide 
attention. 

Mr. Reynolds became president of 
the Palm Beach institution in 1937. 
He later acquired the First National 
Bank of Lake Worth, the First Na- 
tional Bank of Fort Lauderdale, and 
the American National Bank of 
Miami. Subsequently he and _ his 
associates purchased the First Na- 
tional. Bank of Miami and affiliated 
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1 SHOWED THE BOSS 
wOW TO END 
*FIND-I-TIS HEADACHES 
WHEN I SENT FOR 

THIS FREE BooKx 


Se 


CEARN HOW you too 
CAN CUT FILING COSTS UP TO 25% 
SAVE TIME —SAVE WORRY 


GET THIS AMAZING BOOKLET TODAY! 


Here’s the answer for secretaries and file clerks in 
distress! ‘“‘Find-i-tis, its causes and cure’”’ is a sim- 
ple, easy to follow booklet, full of practical, down- 
to-earth ideas on how to get top efficiency from 
your files. Shows how you can actually cut your 
filing costs up to 25%. New file clerks will be able 
to file and find with ease. The basic principles of 
successful filing are made clear and understandable. 
It’s a guaranteed time and temper 
saver. Can be adapted to your pres- 
ent filing equipment. Surprise your 
boss, write for this free booklet to- 
day. You'll be amazed at the results. 


FREE 


Find-i-tis* Booklet— 
amusing, easy-to-read, 
yet packed with facts 
that simplify filing. Ask 
for it at your Globe- 
Wernicke dealer or send 
this coupon now. 
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THE GLOBE-WERNICKE CO. 

Dept. BCH 3-8, Norwood, Cincinnati 12, Ohio 
Please send my copy of the Find-i-tis booklet. 
Name 
Address pal 
City Zone State 


Globe - Wernicke _ ome mine 
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*inability to find 
what has been filed. 
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ARE YOU LOOKING TOWARDS PERU 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since 
its foundation over 59 years ago. If you are in- 
terested in doing business in Peru a letter addressed 


to us will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 
50 Branches Throughout the Country 


CAPITAL - $/.22,000,000,00 
SURPLUS - $/.41,207,828.47 


“Peru’s Oldest National Commercial Bank” 


























With first class mail already costing 48 cents a pound, 


air mail up to 96 cents a pound, sweeping increases 
January 1 on parcel post and other rates...a precision 
mailing scale is more a must than ever!... Overpaid 
postage costs you real money these days...and 
underpaid ‘‘Postage Dues” cost you good willl... 
Pitney-Bowes’ mailing scale weighs mail accurately, 
fast... with automatic pendulum action, wide-spaced 
chart markings, efficient big tray of stainless steel... 
Also available: 70 lb. Parcel Post model...Write for 
illustrated booklet and new free postal rate chart, 
complete with all changes...today! 


pitney-Bowes Mailing Scales . 


= PITNEY-BOWES, INC. 


PB) 3175 Pacific St., Stamford, Conn. 
Originators of the postage meter 
== ...ofices in 93 cities. 














small banks from E. C. Romfh. 

At the First National Bank in 
Palm Beach, where Mr. Reynolds 
was president and chairman of the 
board, he has been succeeded as presi- 
dent by his son, Wiley R. Reynolds, 
Jr., formerly vice-president who is 
active in the operation of the bank. 
Comer J. Kimball has been ele- 
vated from vice-chairman to chair- 
man of the board. He supervises the 
investment portfolios of the banks in 
the First National Group and assisted 
Mr. Reynolds, Sr., in the manage- 
ment of the family interests. J. 
Kenneth Williamson, a member 
of the board since 1927, is now vice- 
chairman. Walter D. Cameron, 
who recently joined the bank as vice- 
president and trust officer, has been 
elected a director. 

Succeeding Mr. Reynolds as chair- 
man of the board at the First Na- 
tional Bank in Lake Worth is 
Byron L. Ramsing, who has been a 
vice-president and director for the 
past two years, and is a director of 
other banks in the group. 


¢ 


Laurence G. Magner has been 
appointed 
chairman of 
the board at 
the Schenec- 
tady (New 
York) Trust 
Company, and 
Ralph H. Rue 
has been named 
president. Mr. 
Magner, who 
served as presi- 
dent for 12 
years, has been 
with the institution since 1921. 
Mr. Rue, who joined the company in 
1923, was appointed vice-president 
in 1937 and executive vice-president 
in August, 1948. 


4 





RALPH H. RUE 


Harry A. Lombard, formerly 
general manager of the Currier 
Lumber Company in Detroit, has 
been named assistant treasurer of 
Burroughs Adding Machine Com- 
pany. Mr. Lombard first joined the 
Burroughs organization in 1927 after 
eight years of experience with the 
Peninsular State Bank in Detroit. 
For 18 years he was with the Home 
Office Bank Division where he han- 
dled supervisory duties. He resigned 
in 1945 to become treasurer of 
Currier Lumber Company and later 
became general manager. 


o 


Cassius A. Scranton has been 
named senior vice-president of the 
Chicago Title & Trust Company, 


Burroughs Clearing House 

















succeeding Kenneth E. Rice, re- 
tired. Lyle W. Maley and Marcel- 
lus M. Oshe have been advanced to 
vice-presidents and David D. Mc- 
Kay is now chief title officer. 
William L. Blake was named as- 
sistant vice-president and Asa J. 
Baber and Edwin C. King are new 
assistant trust officers of the institu- 
tion. 


° 


A scroll designating him as dean 
of Los Angeles senior bank execu- 
tives, and lauding his 34 years of 
service to the community’s financial 
and business interests, was recently 
presented to President Ben R. 
Meyer of Union Bank & Trust Co. 
of Los Angeles by the Southern Cali- 
fornia Financial Writers Association. 

Mr. Meyer joined the bank in 1914 
as a vice-president and has been 
president since 1916. Under his 





Mr. Meyer, right, and. scroll 


leadership, resources of Union Bank 
have increased from $2 million to 
more than $150 million, without 
mergers or consolidations. - With his 
institution, he has been prominently 
linked with the development of 
Southern California’s garment indus- 
try, and the executive personnel of 
this trade group know Mr. Meyer 
affectionately as ‘‘Uncle Ben.”’ 


° 


Ernest L. Stucker, recognized as 
one of the outstanding younger bank 
executives in the 
Southwest, has 
been elected a 
vice-president and 
loan officer of Na- 
tional Bank of 
Tulsa effective 
December 15. For 
the past 15 months 
he has been execu- 
tive vice-president 
and director of 
People’s State 


E. L. STUCKER 
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WAREHOUSE RECEIPTS Bo 
for Your Lean Security 





By use of our FIELD WAREHOUSE 
RECEIPTS on your customer’s Inventory 
remaining in its present location, you are 
provided with sound loan collateral and a 


flexible economical service for your customer. 


Write or Wire 
OUR NEAREST OFFICE 
FOR PROMPT HANDLING 
OF YOUR INQUIRY 





ST. LOUIS TERMINAL 
WAREHOUSE CO. 


QUARTER OF A CENTURY OF WAREHOUSING SERVICE 


CHICAGO 3, ILL. 
First Natl. Bank Bldg. 


KANSAS CITY 6, MO. 
Waldheim Bldg. 


ST. LOUIS 2, MO. 
826 Clark 


DALLAS 1, TEXAS 
Construction Bldg. 


CINCINNATI 2, OHIO 
Carew Tower 


MEMPHIS 3, TENN. 
Sterick Bldg. 
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Bank, Tulsa, having resigned as 
cashier of National Bank of Tulsa 
to accept the position. He is a mem- 
ber of the A. B. A. bank manage- 
ment commission, is chairman of the 
public relations and bank manage- 
ment division of the Oklahoma 
Bankers Association, and is a past 
president of the Oklahoma confer- 
ence of the National Association of 
Bank Auditors and Comptrollers. 


Willard E. Holmes, formerly 
vice-president o 
the General Fi- 
nanceCorporation, 
Chicago, has joined 
the Morris Plan 
Company of Cali- 
fornia as vice- 
president in charge 
of its Southern 
California offices. 
Mr. Holmes, who 
has fifteen years 
experience in 
credit and management work, will 
hold the senior regional post in the 
state. 


W. E. HOLMES 


a 


For 25 years of noteworthy service, 
a very tangible ‘‘thank you”’ was 
given to Executive Vice-president 


Preston E. Reed and his able assist- 
ant, Miss Lucy David, as a surprise 
ending to the convention last month 
of the Financial Public Relations 
Association. ‘‘Pres’’ received a tele- 
vision set and Miss David a radio- 
phonograph. J. Mills ‘“‘Pete” Eas- 
ton, second vice-president, The 
Northern Trust Company, Chicago, 
made the presentation. 


a 


A college football official and a pro- 
fessional player are numbered among 








R. PENDLETON 


RAY EVANS 


Also active on gridiron 


the personnel of the City National 
Bank and Trust Company, Kansas 


City, Missouri. Trust Officer Richard 
Pendleton officiated at several Big 
Seven contests this fall and also the 
Missouri-Navy game. A lawyer by 
profession, Mr. Pendleton has been 
a college football official for 20 years. 
Ray Evans, former University of 
Kansas All-American, was on leave 
from the new business department 
this fall while he completed his first 


pro season with the Pittsburgh 
Steelers. 


> 


Central Hanover Bank and Trust 
Company, New York City, has 
appointed the following assistant 
secretaries: W. F. Jones, G. R. 
Macalister, D. C. Merrick, H. C. 
Dennett, R. R. Roetger and W. R. 
Morris. G. Dreyer is now an 
assistant manager in the foreign 
department. 

e 


George A. Doersam has resigned 
his position as vice-president and 
cashier of the Ohio National Bank, 
Columbus, to assume the vice-presi- 
dency of the BancOhio Corporation. 
He will serve as vice-chairman of the 
corporation’s credit committee. 

Succeeding Mr. Doersam at the 
Ohio National Bank is Carl A. 
Kegelmayer, who has been a vice- 
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I You open the 
drawer. You see the 
center row of large 
easily read alpha- 
betic guides. The 
guides help you to 
locate the subdi- 
vision you want. 


2 Within this sub- 
division you find 
the folder you are 
seeking under the 
name you have in 
mind. It is natural, 
simple and effort- 
less. 


3B Here are mis- 
cellaneous folders 
containing small 
accounts. 


Write for Direct Name Folder No. 3922-R for complete details. 


1044 JAY ST. 


Consult your Local Classified Telephone Directory for Your Nearest ‘‘Y and E’”’ Representative 
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ROCHESTER 3, N. Y., U. S. A. 
Serving American Business Since 1880. 


Burroughs Clearing House 











president of the bank for several 
years. 
. 


American Trust Company, San 
Francisco, has announced the elec- 
tion of Charles C. 
Simons as vice- 
president in the 
banks and bankers 
department, head 
office, where he has 
been active as as- 
sistant vice-presi- 
dent since 1946. 
Mr. Simons 
joined the bank in 

Cc. C. SIMONS 1923 and served 

as manager of 
several of its branch offices. 





& 


Kilgore Macfarlane, Jr., has 
succeeded Mills Ten Eyck as presi- 
dent of the Sche- 
nectady (New 
York) Savings 
Bank. Mr. Ten 
Eyck, a former 
mayor of the city, 
resigned Decem- 
ber 1, but will con- 
tinue as a member 
of the board of 
trustees. Mr. 


Macfarlane was Kk. MACFARLANE, Jr. 


vice-president 

and trust officer of the First National 
Bank of Princeton, New Jersey, be- 
fore joining the Schenectady Savings 
Bank in 1942 as vice-president. 


° 


Tristan E. Beplat, formerly Chief 
of the Money and Banking Branch, 
Finance Division, 
of General Mac- 
Arthur’s Mili- 
tary Government 
headquarters in 
Tokyo, has been 
appointed Far 
Eastern repre- 
sentative of the 
Manufacturers 

, Trust Company, 
T. E. BEPLAT New York. In ad- 
dition to his train- 
ing in Japanese finance, Mr. Beplat’s 
prior associations have been with J. 
W. Seligman & Company, the Bank of 
New York, and Manufacturers Trust. 














* 


Stockton Green, assistant secre- 
tary, and Alfred S. Olmstead, 
assistant treasurer, have been pro- 
moted to assistant vice-presidents by 
New York Trust Company, New 


York City. R. F. Adams and | 


J. F. Garde, Jr., have been named 
assistant treasurers, and C. C. Haw- 
ley is now assistant secretary. 
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Js No Way to Learn All 


About Consumer Credit 


The quickest and surest way to learn suc- 
cessful techniques in consumer credit is to 
watch them in actual operation. 


Our correspondents are invited to come to 
St. Louis to make an on-the-scenes study of 
our own techniques, developed through 36 
years experience in consumer credit. We 
will reveal all. 


Write our Correspondent Bank 
Division for further details. 


trial 
exe cua et Loci. 


NINTH AND WASHINGTON () * *  Mitiiect?eOnronanon 














SAFE DEPOSIT BOXES 
NIGHT DEPOSITORIES 


BANK VAULTS 


TELLERS CHESTS 
VAULT VENTILATORS 


BURGLAR PROOF CHESTS 











The Guardian Burglar Proof Equipment Co. 


6219 Detroit Avenue, CLEVELAND 2, OHIO 
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Take, for example, 
the new and strikin 
First National Ban 
of Tulsa, Oklahoma, now under construction. 





As you can judge from this photograph of the 
architect’s model, this new bank structure will be 


one of the finest, most modern buildings of its 
kind. 


Its interior will be equally impressive. The main 
vault, for instance, will be the largest and most 
completely equipped in the South. Not a single 
detail has been overlooked for the convenience 
and protection of the customer. 


Herring-Hall-Marvin salutes this progressive bank, 
its foresighted officers, its architects, its general 
contractor and all concerned in the planning and 
erection of this bank that will help set the pattern 
for future bank design. 


Are you planning to build or remodel? Help 
yourself to our experience and engineering 
counsel in selecting and installing protective 
equipment that will be up to date for years to 
come. Write today. No obligation! 


HERRING-HALL-MARVIN 


SAFE CO. 


General Offices and Factory . . . Hamilton, Ohio 
Branch Offices in New York, Washington, Boston, St. Louis, Atlanta, Houston, 
San Francisco, Philadelphia, Los Angeles, Detroit, Chicago, Omaha, Pitts- 
burgh, Minneapolis, Charlotte. Other agencies all over the world. 


When the accent in bank architecture is on 


“rnodern design 


H-H-M_protective equipment. 
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Architects: Carson and Lundin, New York City. 


General Contractor: Manhattan Construction Co. 
of Tulsa. 
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CANADIAN BANKING 








New Top Executives 
at Dominion Bank: 


Robert Rae has stepped up to the 
presidency of the Dominion Bank, 
head office Toronto, succeeding C. H. 
Carlisle, who has been named chair- 
man of the board. Mr. Carlisle had 
been president of the bank for 14 years. 

Mr. Rae, who has served as vice- 


president and general manager since. 


1942, is currently president of the 
Canadian Bankers’ Association. He 
has spent 42 years with the bank, 
serving as manager of the New York 
office for five years and assistant 
general manager for six years before 
his appointment as general manager 
in 1937. He became vice-president 
five years later. 

New general manager of the bank is 
A. C. Ashforth, who has been assistant 
general manager since 1946. He joined 
the bank in 1910, was secretary to the 
acting general manager in1921,and later 
served as an in- 
spector, a super- 
visor and man- 
ager of the To- 
ronto office. 

Thomas Wild- 
ing has been 
named assist- 
ant to the presi- 
dent, after 33 
years of service, 
including four 
years as an ac- 
countant at the 
bank’s London, ‘England, branch. He 
has been assistant general manager 
since 1938. 














T. WILDING 


+ ° Sf 


Personnel Items 


A. F. Mayne has been appointed 
assistant general manager of the Royal 
Bank of Canada. 
He has been with 
the bank since 
1925, serving in 
Canada and in 
South America. 
In 1943 he be- 
came inspector 
of the foreign 
credits depart- 
ment at the head 
office, Montreal, 
was in 1945 ap- 
pointed super- | 
’ visor of the bank’s foreign branches. 
Mr. Mayne has been a general inspec- 


A. F. MAYNE 
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By JAMES MONTAGNES 





Left to right : A. C. ASHFORTH, C. H. CARLISLE and ROBERT RAE 


Policy-making trio at the Dominion Bank 


tor of the bank for the past two years. 

The Imperial 
Bank of Canada 
has appointed 
Paul S. Peak as 
advertising man- 
ager. Mr. Peak 
has been in 
Canada only a 
year, having 
arrived from 
London, Eng- 
land, where he 
was affiliated 
with Odhams 
Press Limited, publishers of national 
magazines and daily newspapers. He 
was manager of the Toronto office of 
McKim Advertising Limited, which 
handles the bank’s account, prior to 
his new appointment. 


P. S. PEAK 


° S * 


Annual Reports 


Commercial loans, deposits and 
profits are increasing at Canadian 
banks, according to the first six of the 
ten Canadian bank reports now appear- 
ing for the year 1948. An analysis of 
the reports of these banks follows: 


Barclays Bank (Canada). For 
the year ending September 30, a steady 
improvement was shown, and satis- 
factory profits were maintained, ac- 
cording to J. H. G. F. Vale, general 
manager. Canadian dollar deposits 
continued to show an upward trend 
and the number of customers materi- 
ally increased. There was some falling 





off in the volume of foreign business 
handled, owing to the world’s dollar 
shortage. 

Although the bank does not issue an 
earnings statement, total assets at 
September 30 were reported at $32,- 


092,009, as compared with $34,715,390: 


in 1947. Current loans, however, were 
up from $2,943,001 in 1947 to $4,365,- 
126 this year. 

In his address at the bank’s annual 
meeting at Montreal on November 16, 
President H. A. Stevenson stated that 
artificially pegged rates of exchange 
“tend to peg international trade, to 


encourage cumbersome barter and to- 


engender the shock economy with 
which the world is becoming all too 
painfully familiar. It would now seem 


appropriate for countries to consider 


reverting to the normal peacetime 
practice of free and open exchange 
markets for the transfer of currencies. 
for the settlement of legitimate current 
trade obligations.” 


Imperial Bank of Canada. The 
Canadian-United States trade was re- 
ported in detail by W. G. More, bank 
president, at its 74th annual meeting 
at Toronto on November 25. “It is. 
vital that we should try to enlarge our: 
markets in the United States as well as. 
in other countries,” Mr. More said,. 
“not only for food and materials but 
for manufactured goods as well. Given: 
adequate volume there are many lines. 
in which Canadian (manufacturing) 
costs can be lower rather than higher: 
than those in the United States.” 

Reporting on the bank’s business for: 
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the year ending October 30 I. K. 
Johnston, general manager, stated that 
total assets were at an all-time high of 
$471,843,256. Deposits at $430,100,- 
396 show an increase of $52,258,758 
in the year. Savings deposits account 
for about $25 million of the increase. 

Loans show an increase of $11,976,- 
000 to a total of $183,280,487, largely 
accounted for by grain loans reflecting 
earlier marketing on the prairies. 

Profits, before provision for taxes, 
were $1,836,578 compared with $1,807,- 
826 in 1947. ‘ 


Canadian Bank of Commerce. 
The head office at Toronto shows total 
assets as of October 30 at $1,528,918,- 
246, up $102 million during the year, 
mainly because of higher loans for 
business purposes and larger holdings 
of Dominion Government and other 
securities. Total quick assets, as re- 
ported in the 82nd annual statement, 
were $1,032,000,000, about $50 million 
above the figure for 1947. 

Current loans in Canada and other 
countries where the bank has branches 
were up $40 million over last year to a 
new total of $420 million. An increase 
in total deposits of $94 million to a 
total of $1,405,000,000 was largely 
accounted for by a rise of over $50 
million in public deposits hearing 
interest, and by the larger balances 
carried by the Dominion Government. 

Net profits, before Dominion Gov- 
ernment taxes, were $5,690,721 as 
compared with $5,642,717 in 1947. 


Bank of Nova Scotia. As re- 
ported from the head office at Halifax 
new high levels for total loans, de- 
posits and assets feature the bank’s 


117th annual statement. Net profits 
for the year ending October 30, after 
taxes and depreciation, were $2,007,- 
346 as compared with $1,992,277 in 
1947. Total assets of $749,615,000 
show an increase of $35 million over 
last year. The bank’s liquid position 
continues strong, quick assets amount- 
ing to 62.06 per cent of public liabili- 
ties, and cash, clearings and balances 
due from other banks amounting to 
16.81 per cent of public’ liabilities. 

Total loans were $293,413,968 as 
against $257,862,842 in 1947, while 
current loans increased $1714 million 
to $244,275,807. Total deposits of 
$680, 129,542 are almost $3914 million 
greater than at the previous year-end, 
with interest-bearing deposits account- 
ing for about half the increase. 


The Dominion Bank. A strong 
liquid position, substantially higher 
deposits, an increase in investments 
and commercial loans, and a new high 
in total assets of over $393 million are 
features of the bank’s 78th annual 
report, released at the head office at 
Toronto. Net profits, after taxes and 
depreciation, were $1,122,097 as com- 
pared with $971,678 in 1947. An in- 
crease of $35 million was shown in 
deposits at October 30, at which time 
they totaled $358,501,000 as compared 
with $323,277,000 in 1947. 

Cash assets were 18.63 per cent of 
public liabilities, and. immediately 
available assets were 66 per cent of 
these liabilities. An increase of over 
$23 million brought the total invest- 
ments to $162,335,000. Commercial 
loans and discounts in Canada in- 
creased $4,720,000 to a total of $132 
million. 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 


Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 


TORONTO, CANADA 


320-46 

















The Bank of Montreal. Canada’s 
oldest bank; starting its 132nd year, 
reported total assets of $1,991,000,000 
—just short of two billion. Its quick 
assets are nearly 75 per cent of its total 
assets. 

The bank held its own in net profits 
at October 30, after making a larger 
provision for depreciation. The net 
profits were $5,459,670 as compared 
with $5,423,285 in 1947.: Commercial 
loans were up from $421,704,063 to 
$456,266,244. Deposits were up in 
the year from $1,783,441,647 to $1,- 
877,011,227. Bank premises were 
valued at $15,391,605, up from $13,- 
276,623. This was primarily accounted 
for by the new 16-story Ontario head 
office building, now nearing completion 
at Bay and King Streets, Toronto. 
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Arscott, Wedd Advanced 


Shortly before this issue of Burroughs 
Clearing House went to press Allan E. 
Arscott was elected chairman of the 
board of the Canadian Bank of Com- 
merce, succeeding S. H. Logan, retir- 
ing. Stanley M. Wedd, who had been 
executive vice-president of the bank 


. since December, 1947, was elected 


president. 

Mr. Arscott joined the bank as a 
junior in 1905, became general man- 
ager in 1937 and president in 1945. 
Mr. Logan, who retires after 52 years 
of active service with the bank, had 
been an executive officer for the past 
23 years. Mr. Wedd, starting with the 
bank in 1905, became general manager 
in 1942, and later a vice-president. 
He is a past president of the Canadian 
Bankers’ Association. 
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Reports to the Publie 


Pictorial advertisements were used 
this year by the Bank of Nova Scotia 
and the Bank of Montreal in present- 
ing their fiscal year-end statements to 
the public via the Canadian press. 

The Bank of Nova Scotia showed 
two students on a college campus as 
symbolic of the purpose of saving, 
while noting its increase in savings 
deposits in an adjacent paragraph. 
Man and wife viewing the country- 
side represented funds invested in 
securities, since they brought about 
national improvements. A man at a 
lathe made the statement of business, 
farm and personal loans strike home 
to the average reader. 

Many tiny illustrations representing 
a stack of coin, packets of currency, a 
public building, a factory, a shipyard 
and other everyday scenes were inter- 
spersed in the Bank of Montreal’s 
statement, which was captioned “It 
took 1,700,000 Canadians to write this 
billion-dollar story.” 
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likes it most? 






BURROUGHS 
COMMERCIAL TELLER’S 
MACHINE 


Large banks report that it speeds teller 
operations as much as 30%, and simpli- 
fies teller balancing at the end of the day. 
They feel, too, that registered deposit 
receipts help maintain their reputation 
as modern, progressive institutions. 


Small banks report that this Burroughs 
machine helps to modernize the banking 
operation... makes it much easier for the 
tellers to take care of the cage operations. 
It provides a complete and orderly 
printed record of all transactions. 


Actually, it’s the customers of both kinds of banks 
who like it most. They appreciate the faster window 
service —the neatness, accuracy and convenience of registered deposit receipts. 





Your local Burroughs representative will gladly give you complete in- 
formation about this modern tool for tellers—its success in other banks 
. its contribution to improved customer relations. Call him today! 


| =D 


Burroughs 
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According to a recent Chicago bank survey, 51% 
of bank patrons interviewed cited convenience as 
the number one reason determining their choice 
of bank facilities. Now you can make your bank 
available to more people and materially reduce time 
required for actual banking. The Diebold Drive-up 
Counter will increase the availability of your bank 


to depositors in terms of banking minutes saved. 


The Diebold Drive-up Counter is low in cost, easy 
to install; has powerful customer appeal. It supplies, 
in one easily installed unit, every feature you need 


for efficiency and safety. 


The efficient working counter and money drawer 
are screened behind bullet-proof glass and steel. 


An electric speaking system provides two-way 


BANK DIVISION 


Diebold 


Now includes 


YORK VAULTS « McCLINTOCK ALARMS e CANTON 2, OHIO 


BANK VAULT EQUIPMENT e BUEGLAR ALARMS, 
SAFES, CHESTS AND VAULT DOORS e MICROFILM 
© ROTARY, VERTICAL AND VISIBLE FILING EQUIPMENT 


Backed by World’s Largest Bank 
Service Organization 








communication, the curved glass gives the teller 
complete, all-around visibility. An electric signal 


button summons the teller during dull periods. 


Installation is quickly completed. You merely 
provide a wall opening as specified by us. The 
complete Diebold Drive-up Counter is fitted into 
the space without delay. Write Diebold, Inc., 
1588 Fifth St. S.W., Canton 2, Ohio. 
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New Booklets 


How to Put ‘‘Sock’”’ in YourFirst 
Sentence... A noted English-usage 
author and business administration 
professor, who emphasizes the impor- 
tance of a business letter’s first sen- 
tence, suggests four “musts” for the 
opening remark. “Yours of the 27th 
athand ... ” and similar openers are 
taboo, according to the author, and 
examples are cited in support of the 
suggested “‘must”’ rules. Anyone who 
writes business letters can profit from 
a reading of this pamphlet. 


How to Write Collection Letters 
. -.« A specialized phase of letter 
writing is composing collection letters 
—letters which result in action on the 
part of the recipient. This booklet 
contains 50 examples of effective collec- 
tion letters and several paragraphs on 
the use of form letters, the mechanics 
of letter writing and the timing of 
collection letters. 


Budget Your Money... A sim- 
plified budget plan for families and 
individuals, itemizing 43 major living 
and household expenses, and emphasiz- 
ing methods of budgeting savings in 
proportion to income. The bank 
which offered this booklet to the pub- 
lic during an anti-inflation advertising 
campaign received hundreds of re- 
quests, indicating an increasing inter- 
est in the detailed personal budget. 


How to Do Business Under the 
Marshall Plan ... This 141-page, 
magazine-size publication was pro- 
duced by a governmental legal consult- 
ant and is being distributed as a public 
service. The work includes the entire 
text of the Foreign Assistance Act of 
1948, considerable historical and eco- 
nomic background on the E. C. A. 
program, detailed information regard- 
ing selling to the United States and 
foreign governments and participation 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 
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Aids for letter writers 


in loan and guaranteed investment 
programs under the Act. An extensive 
appendix lists the tonnage of the 
major items tentatively scheduled to 
go from the Western Hemisphere to 
each country participating in the 
E. C. A. program from April, 1948, 
through June, 1949. 


A Bank Promotes Life Insur- 
ance ... How one bank emphasizes 
the need of life insurance and the 
advantage of enlisting the services of 
a life underwriter is shown in this 
collection of 12 newspaper advertise- 
ments used during a ten-year period. 
Other banks who advocate a co-opera- 
tive program between bank and insur- 
ance estate planners may find the copy 


themes in this series of ads of special 
interest. Individual ads portray the 
life underwriter as an asset to the 
community, an advocate of thrift, a 
helpful partner in planning a family’s 
future, and they also encourage life 
insurance investments for the security 
of wife and family. 


Checklist on Office and Finan- 
cial Management. . . The Ameri- 


~ can Management Association has pub- 


lished 67 studies providing informa- 
tion on advances in office, financial 
and insurance management. These 
studies are reviewed briefly in this 
checklist. Many of them should be 
of special interest to bank and financial 
executives and those responsible for 
corporate insurance buying. 


Look to Houston . . . How a big- 
city commercial bank lauds its trade 
community as one having “unlimited 
industrial opportunity” is shown in 
this booklet. On a photomontage 
background the text gives statistical 
data concerning the city’s growth, its 
fuel, power and water production, its 
population, retail sales and net effec- 
tive buying income, and finally bank 
deposit and clearings figures emphasiz- 
ing the part of banking in the city’s 
progress. Banks preparing such civic- 
booster publications may wish to 
incorporate features of this booklet. 


Still Timely 


Questions on Savings and Loan 
Associations . . . The relationship 
of shareholder to the association is out- 
lined and compared with depositor- 
bank relationship. Other ‘‘frequently- 
asked” questions are answered in de- 
tail in this objective pamphlet. 


Note Notices and Service 
Charge Slips . . . Examples of im- 
printed messages for note notices and 
service charge slips are included in this 
illustrated brochure, which advocates 
good will reminders and sales-minded 
explanations for these frequently-used 
bank forms. 


Telling Employees About Busi- 
ness Operations and Profits .. . 
This study examines the whole back- 
ground of profits, including the rela- 
tionship between profits and wages, 
and reports on the techniques that are 
being used to combat misunderstand- 
ing by employees and the public. 


55 








a meine mernenee meee 


i 
¥ 
4 
a 
| 
b 
- 
; 
t 

i 





‘\ 
\ 


wi) 
yi 


yo» 


iat 


NUS 


qyin? 


” 
? 
, 
. 
. 
‘ 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Beneficiary of Forgery 


The drawee bank is not the only 
party liable when a forged check is 
cashed. The depositor may also re- 
cover from the person who benefited 
from the forgery, as was pointed out 
in a recent Missouri case. 

There the assistant treasurer of a 
corporation was employed as book- 
keeper for a bondholders’ committee of 
an insolvent organization. His duties 
included, among other things, the 
collecting of money and the making of 
deposits for the committee. He con- 
verted certain committee funds to his 
own usé until its bank balance was 
insufficient to cover a check which the 
committee was required to issue to the 
Clerk of the United States District 
Court. To make this check good the 
bookkeeper deposited in the commit- 
tee’s bank account a check for $7,000 
which he forged on the account of the 
corporation of which he was assistant 
treasurer. The forged check was paid 
by the drawee bank. 

The corporation eventually sued the 
committee for the proceeds of the 
check. The committee contended 
that the money had gone to the 
United States District Court and that 
therefore the committee had not been 
enriched thereby. It was also argued 
that the corporation’s proper remedy 
was against the drawee bank for hav- 
ing paid the forged check. 

Discussing these contentions, the 
Missouri court said: 

““A bank is prima facie liable to a 
depositor when it cashes a check on 
which the depositor’s signature was 
forged but it does not follow that a 
depositor may recover from the bank 
in every instance no matter what the 
facts may be. It may be more difficult 
for a plaintiff to make out a case 
against an embezzler or a transferee of 
the embezzler but the right exists. 

“The committee was obligated to 
pay the $7,000 which it paid to the 
United States District Court. When 
it used $7,000 of the corporation’s 
funds therefor it received $7,000 credit 
on its own obligation, was benefited 
thereby and consequently was enriched 
by its bookkeeper’s dishonest act. 

“In this litigation the committee 
seeks to have the transaction stand as 
consummated by its bookkeeper and 
retain the benefits resulting therefrom. 
If one does an act for the benefit of 


January, 1949 


’ facts. 


District of Columbia 


another and commits a fraud in so 
doing and the person who benefits by 
the fraud seeks after knowledge of the 
fraud to avail himself of that act and 
retain the benefit of it, he must be held 
to adopt the whole act, fraud and all, 
and be chargeable with knowledge of 
it, so far at least as relates to his right 
to retain the benefit so secured. 

“The committee urges that it had 
no actual knowledge of its bookkeeper’s 
forgery of the plaintiff’s check. The 
bookkeeper acted for both parties. He 
had knowledge of all the facts, and no 
one but him had any knowledge of the 
Direct personal knowledge is 
not required. The bookkeeper had 
actual knowledge of the illegality of 
the check and it is this actual knowl- 
edge that is charged in law to the 
committee.” 

Judgment in favor of the corpora- 
tion and against the committee mem- 
bers in their representative capacity 
for $7,000 with interest. (Newco vs. 
Martin, 213 Southwestern Reporter, 
Secofd Series, 504.) 
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Passbook Rule 


A husband and wife had a joint 
savings account with a Vermont bank. 
Either could make withdrawals. 

The passbook was in the continuous 
possession of the husband until the 
couple had domestic difficulties as a 
result of which he left her. At that 
time he gave her the passbook and told 
her that she could use the money to 
support herself and their children un- 
less she received money from him. 

Printed in the passbook were certain 
rules of the bank, including the follow- 
ing: 

“A depositor, desiring to withdraw 
money from his deposit, shall present 
his bank book in order that the pay- 
ment may be entered thereon, unless 
satisfactory proof is furnished that 
such book has been lost or destroyed.” 

Inside the back cover of the book 
was also printed: “This passbook 
must accompany all withdrawal 
orders.” 

About three weeks after the husband 
left her the wife drew $1,000 from the 
account upon presentation of the pass- 
book. At that time she talked with 
the bank’s assistant treasurer, who was 
acquainted with her domestic and 


financial situation. She told him that 
no further withdrawals should be made 
from the account without the pass- 
book. He assured her that money 
could not be withdrawn without the 
passbook and instructed the clerks to 
permit no withdrawals from this 
account unless the passbook was pre- 
sented. 

A month later the husband, without 
having the passbook, withdrew $500 
from the account. He gave the teller 
who waited on him some reason for 
not having the passbook, and the 
teller, being well acquainted with him, 
made an exception to the rule. 


NEARLY two months later the wife 

brought the passbook to the bank to 
withdraw the entire balance, which she 
thought was $1,000. For the first time 
she was informed of the withdrawal of 
$500 by her husband and was paid 
$501.67, the balance of the account 
as shown by the bank’s record. There- 
after she sued the bank to recover the 
$500 which she alleged was wrongfully 
paid to her husband without presenta- 
tion of the passbook. 

Ruling against the bank, the Ver- 
mont court said: 

“By the weight of authority if a 
depositor accepts and retains a savings 
account passbook wherein are printed 
rules of the bank respecting the repay- 
ment of the deposit he is deemed to 
acquiesce therein, and they become a 
part of the contract between the bank 
and the depositor.” 

The court conceded that in some 
situations the rule requiring the pres- 
entation of the passbook in requesting 
any withdrawal of funds from the 
account can be waived by the bank, 
but pointed out that the decisions to 
that effect had been in cases where the 
waiver of the rule was induced by some 
unusual circumstance. 

Holding that the rule was part of the 
contract between bank and depositor, 
the court continued: 

“We hold that the rules printed in 
the passbook became part of the con- 
tract of deposit; that such rules were 


for the benéfit of the depositor or 


depositors as well as of the bank and 
they could not be waived by the bank 
alone. The result is not affected by 
the fact that this was a joint account 
and that the person who withdrew the 
money was one of the depositors. Each 
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of the depositors was a party to the 
contract and the rule requiring produc- 
tion of the passbook could be waived 
only by the bank in concurrence with 
both of them.” 

Judgment against the bank. (Davis 
Wi vice n % Trust Company, 61 Atlantic 
Reporter, Second Series, 553.) 
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Dishonored 
Not Effective 


That a check once dishonored has 
spent its force as an order on the bank 
to pay to the payee, is one of the 
interesting points made in a recent 
Kansas case. 

There a plaintiff sued a defendant 
named Reed for $685 and served a 
garnishment process on J. C. Edwards, 
who was alleged to be indebted to 
Reed. Judgment for the full amount 
was obtained against Reed. 

Edwards, the garnishee, admitted 
that he had issued checks to Reed for 
more than $4,000, but the checks had 
been dishonored by the bank because 
of insufficient funds. 

After the dishonor of the checks 
Reed, the payee, orally assigned them 
to Clarence E. Jones, who claimed that 
the assignment had been made prior 
to the service of the garnishment 
process on Edwards. 

An attorney for Edwards testified 
that he was familiar with the transac- 
tion and that at the time the garnish- 
ment was served Edwards actually 
owed Reed $2,800, but not the amount 
represented by the dishonored checks. 
He stated that the garnishee was will- 
ing to pay the $2,800 into court. The 
court then directed Edwards, the 


garnishee, to pay the full amount of 
the judgment which the plaintiff had 
obtained against Reed. Reed and 
Jones appealed this order to the 
Supreme Coprt of Kansas. 

They relied upon a Kansas statute 
which provided that no judgment 
could be obtained against the gar- 
nishee by reason of his having drawn 
any negotiable bill, draft or note. 

Discussing this contention the Su- 
preme Court of Kansas said: 

“Appellants argue the checks origi- 
nally were negotiable instruments; they 
were not restrictively endorsed, as 
those terms are understood under the 
uniform negotiable instruments act, 
or discharged by payment or otherwise 
and were, therefore, negotiable instru- 
ments at the time’ the garnishment 
summons was served. 

“We need not determine the validity 
of those contentions. As we view it the 
liability of the garnishee on which the 
instant judgment was rendered did not 
arise by reason of the checks the gar- 
nishee executed and delivered to the 
defendant. The liability arose out of 
the debt the garnishee continued to 
owe the principal defendant. The 
checks did not extinguish the debt. 
Under the evidence the indebtedness 
existed at the time the garnishment 
summons was served notwithstanding 
checks had been issued therefor. The 
attorney for the garnishee admitted 
the garnishee owed a debt of $2,800 
at the time the garnishment summons 
was served and at the time of the trial 
in the district court. The garnishee 
accordingly offered to deposit. that 
amount with the clerk of the court. 
‘ “Assuming the oral assignment of 
the checks, after they were dishonored 
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and known to be dishonored, could 
constitute .a valid transfer of some 
right, it is clear no money passed and 
none could thereafter be collected from 
the bank by virtue of the assignment. 
The checks having been dishonored 
had spent their force as an order on 
the bank to pay to the payee. The 
subsequent assignment of the checks 
by the payee did not create a greater 
right in the interpleader (Jones). 

“The giving of a check by a debtor 
for the amount of his indebtedness to 
the payee is not, in the absence of an 
express or implied agreement to that 
effect, a payment or discharge of the 
debt. The presumption is that a check 
is accepted on condition that it shall 
be paid. In the instant case there 
was no evidence to rebut the presump- 
tive acceptance of the checks by the 
payee. The condition on which the 
checks were accepted had failed before 
Jones received them.” 

This is an interesting application of 
the familiar principle that where 
recovery on a check or note fails, suit 
may still be brought on the debt which 
the instrument represents. (Grant vs. 
Reed, 193 Pacific Reporter, Second 
Series, 214.) 
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INCOME AND EXPENSE 


(CONTINUED FROM PAGE 23) 


leaving the bank. As a result, the 
person with the least interest in the 
job trains his successor. Carried 
through several generations in any one 
assignment, this could have devastat- 
ing effects. 

At first some training ideas were 
developed from experience in working 
with a group of relatively new em- 
ployees. As our know-how progressed, 
word of the program spread to Univer- 
sity students and faculty members. 
We were pleased with “rumors” that 
The National Bank of Commerce had 
a program for graduates interested in 
banking as a career. 

Then came specific inquiries, fol- 
lowed by actual job applications. We 
now have a small waiting list because 
we are geared to handle a maximum 
of twelve trainees at a time. A few 
University seniors are learning on a 
part-time basis and plan to become 
full-time employees upon graduation. 

In addition, our training program 
includes selected employees who have 
not had the opportunity before to 
acquire a general banking background. 
We also are bringing in supervisors of 
branch operations for a review of 
methods now thoroughly tested in our 
school. 

Our aim is to help the more mature 
younger man, 23 to 30 years old, in 
reaching a job objective as soon as 
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possible according to his individual 
aptitudes and application. Each stu- 
dent is employed on a 90-day trial 
basis and his work is closely watched. 
His attitude toward his associates and 
ability to get along with others is 
judged in addition to the quality of 
performance. Those who appear to 
have chosen the wrong vocation are 
separated promptly at the end of 30 
or 60 days. All departments are 
covered, including the bookkeeping, 
interior, teller work, accounting sys- 
tem, and loan detail. 

The student is not hurried unduly 
but is advanced to the next step as 
soon as he is ready. Our experience 
has been that a grasp of banking 
fundamentals usually can be acquired 
in six months. 

New trainees work with a picked 
group of regular employees who have 
been briefed in training procedure. 
The neophyte is assigned to the head 
bookkeeper for approximately two 
months. A commercial individual 
ledger of actual accounts, reduced in 
size, has been set up for his training. 
He also is taught the interior proof 
system. 

The next step takes him to the 
savings cage where he works with an 
experienced teller, learns to handle 
cash, meet the public and become 
acquainted with the savings depart- 
ment. From this point, if satisfactory 
progress is shown, he is assigned to a 
paying and receiving window under 
the supervision of a trained teller. 
Then follow the collection, exchange, 
safe deposit, note and new account 
departments, and general ledger and 
branch auditing before the trainee 
completes his course. 

Calls for relief help at various 
branches are filled by qualified train- 
ees as part of the program. Evidence of 
the success of the school may be seen 
in the many requests from branch 
managers who ask that the relief 
trainees be assigned to their offices as 
permanent staff members. Graduates 
now occupy positions in the credit 
department, ‘auditing staff, and in 
several branches. 

The expense of the program has not 
been as high as anticipated, chiefly 
because of the rapid progress of 
trainees. After three months, they are 
able to complete routine work that 
otherwise would require the time of a 
regular employee. We are confident 
that the future return from our invest- 
ment in the project will include both 
more efficient employees and better 
service to customers. 


With the training course under way 

and the pattern of administrative 
organization established, the ground 
work had been laid for an aggressive 
attack on operating problems. An 
entire day of the branch managers’ 
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meeting in October was devoted to 
outlining and discussing the campaign 
so that all offices would be equally in- 
formed and equally equipped to play 
their parts in carrying out our planned 
course of action. 

Charts comparing the performance 
of The National Bank of Commerce 
with the average of the banks in our 
Federal Reserve District were pre- 
sented for review by the controller. 
The auditor spoke on “The Leaky 
Faucet,” showing what could be ac- 
complished through adequate controls 
over income and expense items. The 
importance of intelligent leadership 
and direction of branch managers in 
building higher staff morale was em- 
phasized. Other operating specialists 
discussed the greater efficiency and 
better working conditions that can 
result from proper staff organization, 
arrangement of space and use and care 
of supplies. Trends in new equipment 
and revision of forms and procedure 
were covered. Educational methods 
proven successful in the training school 
were outlined from the standpoint of 
their adaptability to all offices. This 
meeting was typical of all branch 
manager meetings. Subject matter 
naturally varies but always is care- 
fully selected for timeliness. 

Ours are two-way discussions of a 
family nature. Head office administra- 
tion selects the subjects, both those 
which it believes of paramount im- 
portance and others suggested directly 
by branch managers or whose impor- 
tance is indicated from branch corre- 
spondence. Both head office and 
branch representatives participate as 
speakers. The chairman’s most diffi- 
cult job is to keep the agenda on time 
because of the freedom of discussion. 

Through it all, everyone obtains a 
clear idea of the other fellow’s think- 
ing and ability. Unity is fostered also 
through the translation of one branch’s 
problems in terms of interest to the 
entire organization. 

Psychologically also we consider the 
expense of transportation, hotel, and 
meals well justified. There always is 
a dinner program ataclub. The meet- 
ings serve as family morale builders. 
The deeper feeling of belonging is 
given not only to the most apparently 
isolated branch manager but to his wife 
also. Entertainment is provided for 
her; in addition she looks forward to a 
semiannual shopping tour for the 
family in metropolitan Seattle. 

Last spring, for the first time, an all 
day meeting of chief clerks or others 
responsible for operations at each 
branch was held a few weeks after the 
branch managers’ meeting. Because 
of the success of this meeting and our 
emphasis on operating efficiency, plans 
are under way for another such session 
in February. 

Although our Number One thought 





is to encourage free interchange of ideas 
and the highest possible degree of local 


. autonomy, we recognize that a certain 


standardization is required. The neces- 
sity for intelligent control is clear in 
the purchase of stationery and supplies. 
Consider the fact that the stationery 
bill has represented 9 per cent of our 
operating costs, exclusive of salaries. 
Central purchasing has produced sub- 
stantial savings, with lower inventories 
and quantity discounts. 


A THREE-MAN committee on forms 
carries on much the same type of re- 
search as that conducted in factory 
operations, to produce better products. 
All forms are in a continuing process of 
examination, looking to revision and 
simplification. Many constructive sug- 
gestions have resulted from discussing 
contemplated changes with department 
heads and personnel who use the forms. 
Our bank forms were formerly 
numbered in straight numerical se- 
quence. A revised numbering system 
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BANKERS FLAP 


.-.seals quickly and stays sealed. 
Protect bulky mail in these strong- 
shouldered, wide seamed, deeply 
gummed envelopes. Write for 
samples and prices. 





New York 14, N.Y. 
Minneapolis 1, Minn. 
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SALES REPRESENTATIVES 


We have openings for several producers now 
selling Bank Equipment on a part time com- 
mission basis. 


Box 725. BURROUGHS CLEARING HOUSE 
DETROIT 32, MICHIGAN 
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charges, if any, have been deducted. 


Very truly yours, 
By 
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(representing payment for) 


Number Serieo Form 
1-99 Envelopes 
100-199 Administration 
200-292 Auditing 
wO0-399 Branch Clearings 
‘ 199 Bookkeeping 
500-599 Contract-Coilections 
Letterheads, etc. 
100-799 Credit 
600-699 Foreign Exchange 
900-999 General Ledger 
1000-1199 Installment Credit Loans 
1200-1299 eal Ustate and 
tg. Loans 
1300-1399 New Accounts 
1400-1599 Notes ~ Collateral 
1600-169 Personnel + Payroll 
1700-18699 Clearings - Transit 
Cash Letters 
1900-1999 Safe Deposit - Safekeep~ 
’ ing 
2009-2099 Savings 
210-2199 Securities-Investments 
22110-2399 Comml. Tellers, State- 
ments, Veposit Slips, etc. 
2400-2 599 Trust 
2600-UP 


Miscellaneous 





Revised form numbering system, by departments, aids supply 


records and cost studies 
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New “hold” form fits over ledger sheet, succeeds ‘“‘sticker”’ 


Examples of improvements devised by the three-man committee on forms 


now provides a prefix to indicate the 
department using the form and a 
special series of numbers for each 
group. This aids the supply depart- 
ment, and also ‘our cost studies. 

In the case of deposit ticket books, 
a survey and analysis of the duplicate, 
triplicate and quadruplicate forms re- 
quired by customers resulted in stand- 
ardizations and savings. of approxi- 
mately 25 per cent. 

Window envelopes that can be re- 
used were introduced recently for the 
large volume of routine interbranch 
communications. (Flaps that don’t 
seal and memorandum forms indicat- 
ing the location of the addressee’s 
name take care of the human tendency 
to err.) Other forms on which sub- 
stantial savings are being achieved 
include incoming and outgoing collec- 


(CONTINUED FROM PAGE 25) 


arranged high school showings in his 
county to spark an essay contest on 
banking. A bank in Missouri spon- 
sored the film at showings before the 
local Kiwanis and Rotary clubs and 
at a high school and a G. I. agricul- 
tural school. 

In a Louisiana community the pic- 
ture was shown under a bank’s spon- 
sorship in a theater, following the 
feature film. Banks in Illinois, New 
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tion forms, branch manager checks, 
branch draft form checks, and invest- 
ment department statements of pur- 
chases and sales. 

How congested working conditions 
can destroy efficiency was brought to 
our attention forcefully in a recent 
successful experiment. In this case, 
bookkeeper performance was below 
average, staff turnover high, space 
limited, facilities poor. The entire 
department was moved to another 
building with ideal working conditions 
provided. Almost immediately chronic 
absenteeism stopped, employees took 
a new interest in their work, and staff 
turnover was reduced. 

What we are doing in our banking 
“*house” is much like the case of a 
sensible man living in a house where 
only minor repairs and no improve- 
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ments had been made because of condi- 
tions during the war. We are checking 
the roof, the gutters and the down- 
spouts. We are insulating to cut fuel 
costs, weighing the value of storm 
windows and weather stripping. We 
are checking and repairing or replacing 
faulty plumbing and heating equip- 
ment —yes, eliminating leaking faucets. 
We invariably ask: Do we need it? 
Can we afford it? 

We now recognize the production 
line in the bank should rank equally 
with the sales force on the firing line. 
One develops and improves the service 
which the other sells. The two are 
interdependent. We are convinced 
that operating men should continue to 
gain increased recognition because a 


better product always is more easily 
sold. 


SCREENPLAY OF BANKING 


York, Georgia, Texas, Pennsylvania, 
Washington, and other states also 
have used it one way or another. 
Corporation executives who saw the 
film praised it not only for its informa- 
tion value to business people, but also 
they expressed the opinion that the 
picture’s dramatic qualities coupled 
with its explanatory character and the 
professional acting make it a natural 
for showing outside business circles. 
Visitors from banks abroad who 


have seen the film have been favorably 
impressed. A Copenhagen bank is 
making arrangements to show the pic- 
ture in all its branches in Denmark, 
and one of that bank’s officials is using 
it in his lectures on American banking 
before various bank groups in his 
country. A Swedish bank official is 
showing the film to his staff. After 
that he will send it on tour to the 
various bankers’ associations in Swe- 
den. The same Swedish bank has 


Burroughs Clearing House 























retained the services of a Stockholm 
film company to prepare Swedish titles 
and subtitles for our three sound slide 
films, which it will also show to its 
head office and branch personnel. 

We are pleased with the way the 
picture seems to be filling a need for 


telling the story of banking to people 
in banks and to those in industrial 
concerns whose work lies in the 
channels that lead to the use of bank- 
ing services for their companies. Be- 
cause of other requests for general use, 
extra copies of the film have had to be 
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made. The picture already is being 
used, without sponsorship by local 
banks, among civic groups, schools, 
associations, churches, and clubs as a 
means of showing the why and where- 
fore of the banking business in the 
American free enterprise system. 


FARM LOAN PROGRAM 


(CONTINUED FROM PAGE 27) 


Laird has been Fair president for the 
past two years. 

Our farm representative attends all 
pure-bred livestock shows and sales, 
assisting bank customers in selecting 
breeding stock purchases, and often 
developing loan opportunities in the 
process. He has also conducted an 





DR. W. R. LAIRD 


Envisioned bank’s program 


educational program on the question 
of Spring versus Fall farrowing. The 
bank annually sponsors and finances a 
4-H Club calf, which is exhibited in the 
bank’s lobby, bringing front page 
publicity. 

In fact, we have been very successful 
in having our news stories break into 
print. Recent sponsorship of a con- 
tour plowing campaign, for example, 
rated almost full-page attention in the 
Sioux Falls newspaper. 

Clerking sales at auctions and live- 
stock shows is an additional good will 
gesture. We make no charge for such 
service where organizations or groups 
are concerned, and only a minimum 
fee is assessed in the case of individual 
ownership. All of this gives us a good 
opportunity to see what is being 
traded, sold, raised and shipped, and 
the information is very valuable to us. 

Another appreciated function of the 
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agricultural loan department is the pub- 
lication of a monthly mimeographed 
farm newsletter entitled “Northwest 
Farm News,” which is distributed to 
every farm borrower and to many non- 
borrowers who have requested it. The 


-copy covers such topics as crop im- 


provement, new weed controls, better 
use of pastures, and chemical insecti- 
cides for livestock. We utilize all the 
governmental news services as well as 
state college news releases in order to 
obtain the most complete information. 

In this section of the country about 
50 per cent of the cultivated land is in 
corn, 40 per cent in oats, and the bal- 
ance in wheat, rye, barley, soybeans, 
and other minor crops. We-try to 
devote a proportionate amount of space 
in the newsletter to improvement of 
these crops. At the same time, we 
recognize a changing trend. 

A local newspaper recently quoted 
Mr. Westra as follows: 
relatively short time, I predict that 
soybeans will be a better cash crop for 
farmers in this area than corn is now.” 
That statement, backed by the bank, 
made an impression on our farmers. 
They are gradually learning that sea- 
sonal crop diversification is a good 
thing, and are constantly seeking our 
advice in such matters. 

The influence of the bank’s agricul- 
tural loan department is further magni- 
fied by our 10-minute radio program 
each Saturday, at which Mr. Westra 
discusses market conditions, coming 
farm events, new products and meth- 


ods, and other newsworthy develop- 
ments. 

Our farm representative also pre- 
pares our newspaper advertising and 
other material relating to agricultural 
loans. They are written in the farmer’s 
language, are keyed to seasonal needs, 
and stress the fact that no farm prob- 
lem is too large or too small for the 
bank. 

While many farmers currently do 
not have need of credit, and Mr. 
Westra is devoting much of his time 
to good will and educational activities, 
nevertheless the bank is making quite 
a number of loans to growers and 
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ranchers who are expanding their 
operations. 

Total loans represent about 20 per 
cent of our deposits at this time, and 
a third of this portfolio consists of 
farm loans, primarily for the purchase 
of livestock. These are sound credits, 
for the recent ample corn crop elimi- 
nated any danger of a shortage of feed. 

In view of present economic circum- 
stances, we are tempted to let the 
individual farmer set his own sights, 
obtain the required credit from us, and 
make a maximum profitable contribu- 
tion to the national breadbasket.: This, 
theoretically, would result in greater 
farm loan income for the bank, and 


Our younger farmers are numbered 
among the bank’s best borrowers. In 
several years of co-operation with 4-H 
Club boys and girls we have yet to 
report our first default. Most 4-H 
loans are for baby beef, swine and 
feeder lambs. We obtain a chattel 
mortgage on the livestock and the feed 
at an interest rate of 5 per cent, in 
most instances. These loans are all 
repayable within a year, and are usu- 
ally repaid at the time of sale of the 
animals. 


With six branches scattered over 
most of the state, it would be quite 
difficult to handle all agricultural loans 


probably increased business in other from a central department. Each 
departments. branch manager, therefore, is em- 
However, we are aware that a powered to extend almost all types of 


declining market might make some of 
these “maximum” loans risky. With 
that in mind, we are attempting to 
limit the amounts loaned to any 
individual. To offset this, we are 
seeking as many new borrowers as are 
needed to maintain our present total 
loan ratio. By cultivating an in- 
creased number of customers we be- 
lieve we are developing a better assur- 
ance of stable loan business in the 
future. 

Our loan program in relation to live- 


farm credit. Following each loan a 
work-sheet is submitted to the main 
office for review by our farm repre- 
sentative. If there is some question it 
is discussed at the monthly meeting of 
the loan and discount committee. 

If a branch manager makes what we 
consider to be a loan involving more 


Se 


than the normal risk he is so advised, 
although the loan remains as it stands. 
The manager is cautioned, however, to 
exert extra care in servicing the loan. 

In cases of large loans, the branch 
manager gets in touch with Mr. 
Westra, and an appointment is ar- 
ranged. This plan relieves branch 
managers of specialized duties, and 
permits sizable credits to be considered 
by a single individual, well versed in 
current policy. 

The forms which we use to keep our 
records complete and up-to-date may 
be of interest. In the main, we utilize 
forms which have been developed by 
the Northwest Bancorporation group, 
of which we are a member. In addi- 
tion we have adopted two types of 
financial statements, an extensive re- 
port for sizable loans, and a shorter 
one for small, short-term loans. These 
have been prepared by the Federal 
Reserve Bank of Minneapolis. 

For chattel mortgage transactions, 
we have an inspector’s report which 
lists the quantity, weight, worth, 
quality, breed and brand of all live- 


Typical of forms used by agricultural loan department 





stock loans follows conventional lines. me 
We require a chattel mortgage on the 
livestock, make all loans payable 
within a year, and accept prepayment 
without penalty of any kind. 


There are some loans for farm land, 


Bank of ae s Fete. 
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stock involved. Previously mentioned 
are the work-sheets sent from branches 
to Mr. Westra and the discount com- 
mittee. A summary report is prepared 
periodically by each branch for the 
main office, listing each borrower and 
his occupation, loan total, rate, and 
collateral basis. Supplementary infor- 
mation is provided by the running 
account of Mr. Westra’s visits to each 
borrower; this data is simply written 
in paragraph form and attached to the 
borrower's individual file. 
Maintenance of adequate records 


has facilitated our policy of taking as 
little of the farmer’s time as possible in 
arranging for loans. We ask a few 
questions initially, and maintain our 
records through various sources from 
then on. Our complete financial state- 
ment on each borrower makes it easy 
for us to size up a new loan and make 
the decision quickly. 

We let the farmer know that we 
want to assume the obligation of the 
paper work involved in such transac- 
tions, so that he can devote his time 
to the more productive end of his busi- 
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ness. We can trace many new cus- 
tomers to the fact that they like this 
manner of doing business. 

We believe that our agricultural loan 
department is most worthwhile. It is 
efficient, increasingly profitable, and a 
decided asset in cultivating farmer 
good will. As a result of its activities, 
we know that many present non- 
borrowers will come to us when profit 
margins are slimmer, when changes 
occur, and technological advances re- 
quire investments in new machinery 
and methods. 


IDEAS AND INNOVATIONS 


(CONTINUED FROM PAGE 33) 


The cages have an attractive, stream- 
lined appearance from the customer 
side of the counter, with smooth un- 
broken lines and built-in identifying 
signs. The customer’s ledge has been 
dropped from the standard 42 inches 
in height to 40 inches, studies having 
shown the latter dimension to be 
preferable for the average customer. 
The counter is high enough to provide 
ample space for mechanical equipment. 

A model of the cage was first con- 
structed of wood, and placed upstairs 
in the lunch room, where employees 
tried it out after hours. Now that the 
tellers have become accustomed to the 
compact design they are uniformly 
pleased with it, and report that it has 
enabled them to serve customers faster 
and easier. 

In addition to making the teller 
cages more compact, the bank also 
gained space by adding a balcony on 
one side of the lobby, similar to that 
on the opposite side which was in- 
stalled in 1942, so that there is now 
a complete U-shaped mezzanine where 
originally existed only a high-vaulted 
ceiling. A cantilever construction per- 
mits the placing of supporting posts 
behind the teller cages instead of at 
the counter. line where they would 
obstruct vision the entire length and 
ruin the room’s appearance. 

As usual, California contributes its 
full share of interesting examples of 
bank design. 

Certainly, few if any banks have 
gone to the lengths to achieve a 
“homey” atmosphere as has the Citi- 
zens Bank of Monrovia, in its new 
Arcadia branch. The colonial type 
exterior gives it somewhat of a resi- 
dential appearance. A driveway lead- 
ing to two drive-in windows is bordered 
by colorful primroses. 

Stepping inside, the customer enters 
a spacious “living room.” It is hard 
to recognize as a bank lobby, with its 
carpeted floor, soft music, fireplace, 
and draped windows. Furnishings for 
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the comfort of those waiting to be 
served include two large Gainshorough 
chairs flanking the fireplace, and 
tables, lamps, and a round coffee table 
provided with ash trays and current 
magazines. Well suited to the infor- 
mal friendly atmosphere is a curved 
tellers’ counter finished in leatherette. 

This suburban Los Angeles branch 
is particularly appropriate for the 
neighborhood and the type of clientele 
the bank seeks to attract. 

“Bringing the outside inside” is one 
of the features of interior decoration 
distinguishing the recently opened 
Wilshire and Curzon branch of Citi- 
zens National Trust & Savings Bank 
of Los Angeles. Not only is the 
exterior of this two-story reinforced 
concrete building partially faced with 
Arizona flagstone, but flagstones are 
also boldly used as part of the interior 
trim. The effect is further enhanced 
by the use of shrubbery inside the door. 

A huge frontal expanse of glass and 
ultra-modern lines make for a striking 
exterior. The spacious lobby 150 feet 
deep is carpeted in colors that match 
and complement the green and maize 
ceiling and walls. The ceiling is 
sprayed with acoustical fiber plaster 
that is an integral part of the color 
scheme, having been painted in accord- 


ance with the general decorative plan.. 
Behind the tellers are fluted opaque 
glass partitions that wall off the book- 
keeping equipment. Draped doors 
give easy access to the bookkeepers 
but keep out mechanical sounds. 

It is noteworthy that bank manage- 
ment in conjunction with remodelings 
has been unusually personnel-minded. 
As an example, when the Mercantile- 
Commerce Bank and Trust Company 
in St. Louis acquired and remodeled 
an adjoining seven story building, the 
sixth and seventh floors were devoted 
almost entirely to employee facilities. 

The personnel and operating divi- 
sion, an extensive reference library 
and a four-bed hospital suite for em- 
ployees are located on the sixth floor. 
The seventh floor includes the kitchen 
and the employees’ dining room where 
hot lunches are served to approxi- 
mately 800 employees each day. A 
lounge and recreation room for the 
staff occupies the remaining area on 
this floor. 

Similarly, when The Northern Trust 
Company of Chicago leased an adjoin- 
ing four-story building, three of the 
four floors of the remodeled structure 
were devoted to personnel facilities. 
These include a cafeteria and dining 
rooms where more than 1,000 lunches 


Completely equipped employees’ lounge, Austin (Texas) National Bank 
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are served daily, an assembly room 
seating 140 people, and a lounge and 
recreation room. 

This trend toward improved em- 
ployee facilities is not confined to the 
large metropolitan banks, however. 
When Bank Building and Equipment 
Corporation of America recently re- 
modeled and expanded the Austin 
(Texas) National Bank, one of the 
most noteworthy features was the 
very completely appointed employees’ 
lounge, 70 feet long, located on the 
second floor. Contributing to the 
attractive atmosphere in this room 
are three large murals. For those 
seeking restful relaxation, there is a 
carpeted reading corner with book- 
cases, writing table, combination radio 
and record player, and comfortable 
red leather chairs. For the more 
active, ping-pong and game tables are 
provided. Adjoining the lounge is a 
small but well equipped kitchen. 
Coffee is available to employees during 
the morning coffee hour. The lounge 
is pictured on page 63. 

More elaborate lounge facilities for 
customers also appears to be a current 
trend. On page 33 is shown the highly 
attractive powder room incorporated in 
the recently remodeled and rebuilt 
quarters of the Boatmen’s National 
Bank in St. Louis, another project of 
Bank Building and Equipment Corpo- 
ration of America. Several customer 
dining rooms have been included in 
the new Seventh Street building of 
Mercantile-Commerce Bank and Trust 
Company, St. Louis. 

Both customers and the general pub- 
lic have received special consideration 
in the design of the new Glendale 
office of Valley National Bank in 
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Peoples Savings Bank, Providence, is providing ice-free sidewalks 


Arizona. Just inside the main entrance 
is a lobby-lounge, where there are 
built-in divans and comfortable chairs 
flanking a fireplace. For the use of 
local civic groups there is an unusually 
attractive community room, 18 by 
28 feet in size, with a fireplace, a large 
picture window, and a separate en- 
trance for use after banking hours. 
Bold wallpaper cutouts of huge tropi- 
cal plants and flowers climb part way 
up one wall, silhouetted against a 
delicate green background. There are 
plenty of comfortable chairs and two 
large divans. 








account with this bank. 


THE MALE QUAIL 


Usually when a covey gets up, the first bird is a 
male. He flies slowly until the balance of the covey 
catch up with him. That’s why he makes such a 
good target—and even then, some hunters miss. 


You hit the target in a big way when you open an 


MILLEDGEVILLE STATE BANK 
MILLEDGEVILLE, ILLINOIS 





1. 
your ad if you use our service. 


and are enthusiastic about it. 





Average bank ads are read by less than 4% of the readers of your newspaper. 
We guarantee in three months to have more than 50% of the readers looking for 


The above ad is one furnished by us. 
each week. You pay nothing for the service unti 
We now have 250 accounts. 


GRAHAM ADVERTISING AGENCY, Box 30, COLUMBIA, S. C. 


We send ee eight new and different ads 
you have used it three months 
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As a final example of thoughtfulness 
regarding customers and others, there 
is the “heated pavement” in front of 
the new six-story building of Peoples 
Savings Bank at Providence, Rhode 
Island. Hot water flowing through a 
network of wrought iron pipe em- 
bedded in the concrete will this winter 
insure snow-free, ice-free sidewalks. 
The building also has a similar instal- 
lation in the marquee. 

A little idea which adds to the 








Files recessed, match walls 


appearance of offices at Boatmen’s 
National Bank of St. Louis is the 
recessing of all filing cabinets into the 
walls, as shown here, with the drawers 
matched to the wall paneling. 

It is difficult to see how banking 
quarters of the future can radically 
outdate or far surpass many of the 
contemporary achievements in design. 


Burroughs Clearing House 


FORM 4070 






















are you planning 
new quarters 
for your bank? 


> we now have 
= 4 offices to serve you! 


If you have not already started plans for a new quarters 
project, this will undoubtedly be a major subject for dis- 
cussion at your next board meeting. Let us help you! We 
are bank-building specialists, whose services go much 


Our experienced bank-building Analysts deeper than simple architecture and construction. Our 
are located in key cities. One is close to you: thorough knowledge of the banking business enables us 

to approach designing from a “‘banker’s point of view”. 
WEY YORK We understand departmental function, work-flow, ma- 
274 Madison Avenue, New York 16, New York chinery and equipment . . . not only for your main banking 
Serving New York, New England, and the East. room, but for every phase of your operation. Our Analysts’ 
FT. LAU DERDALE studies are invaluable in gauging your space and equip- 
1300 S. E. Eleventh Court, Ft. Lauderdale, Florida ment needs in various departments. Our scientific arrange- 
Serving Florida, the South and South America. ments streamline your work-flow. Since the end of the 
5 AN FR ANCISCO war in Europe, more than 450 banks have engaged us to 
Sales Ghd OF Ves Sihecs, tea Diaedint 0; Calltinnin handle their projects. When we design your new quarters 
Serving the Western States. ... they operate as beautifully as they look! 


ST. LO U i A) (headquarters) 


Ninth & Sidney Streets, St. Louis, Missouri 


Serving the Middlewest, Texas and the North. 


* 4 
write today eee Get the facts on our organi- 6 k B ° Q ° 
zation of specialized bank planners, designers, equippers, OW UA 


builders. A letter, phone call or wire to any of the 














above offices will bring you the information you desire. 


e e 
If you prefer, one of our experienced bank building Equipment Corp oration 


Analysts will call on you and discuss your problems 


with you. We are at your service! OF AMERICA 


NINTH & SIDNEY STS. + ST. LOUIS 4, MO.,U.S.A. 
America’s most experienced bank designers-builders— 
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BANKING 
Correspondents 


and National Corpora- 
tions are offered the 
advantages of our 
century-old location 
and contacts in the 
heart of the Nation's 
Capital. Your inquiry 
is cordially invited. 




















LARGEST BANK IN THE 
NATION'S CAPITAL 


... The Great Emancipator wrote the above check 
on Riggs & Company, payable simply and character- 
istically to “Mr. Johns (a sick man)’. 


As the Nation observes the Inauguration of President 
Truman, the institution that served the Civil War 
President proudly recalls that 26 Inaugurations have 
come and gone since it first began business at its 


historic location—opposite the U.S. Treasury. 


For more than a century the RIGGS banking tradi- 
tion has played an important part in the economic 
development of Washington and the Nation. 


Today, THE RIGGS NATIONAL BANK provides 
modern banking facilities fully capable of meeting 


every expanding need of this fast-growing, cosmo- 


politan “Capital of the World” 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. © FOUNDED 1836 





RESOURCES OVER $300,000,000 


Pt COMPLETE BANKING AND TRUST COMPANY 


EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 
Member— Federal Reserve System 











